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From the 
Publisher 


behalf of everyone at LA Communications, our deepest 
thanks to all of you who overlooked the ’goofs and glitches' in 
our first issue and sent (or called) in a subscription to Mobile Beat. 








Transform 

1/2 Square Foot 
of counter space into 
100’s of dollars of extra 
profits annually. 

Mobile Beat 
sells itself in 
DJ Supply Stores 

and 

RecordfTape& 

CD Stores 


If this is the second complimentary, sample issue of Mobile Beat 
you have received. It is most likely due to a promotional mailing 
sponsored by one of our advertisers. These promotional mailings 
are random and limited, therefore, the best way to receive every 
issue of Mobile Beat is to subscribe today. An annual subscription 
(6 issues) Is just $19.95 a year, far less than most industry trade 
publications and we guarantee that in every issue of Mobile Beat, 
you'll find at least one tip, idea or special deal that will be worth 
the annual subscription cost. 

As promised In our last issue, our goal is to expand and improve 
this publication with each issue. At the request of many of our 
subscribers, we have, with this issue, greatly increased the variety 
and amount of editorial content, particularly under the heading 
of music. In response to your requests, we are adding four new 
music features: 1) Top 25 charts from the U.S. and Canada (com¬ 
plete with BPM #s) as compiled by StreetSound. North America's 
most notable and respected dance music magazine. 2) Ran¬ 
domly selected! playlists from DJs and Record pools. 3) A new 
column focusing on what's available on CD and 4) A new col¬ 
umn spotlighting dance music trends from the standpoint of the 
Mobile DJ. 

We are also pleased to introduce a new column on DJ service 
management by Spinnin 1 2000 co-author, Dennis Hampson. If 
you're not in the mood for something that serious, check out ’Off- 
Beat', for a look at the industry through the eyes of such notorious 
DJs as Dr. Shock Jock. This issue is over 30% larger than last. 
Remember, Mobile Beat Is your magazine. We value your com¬ 
ments and are always looking for interesting news articles and 
stories of interest to the Mobile DJ industry. If you have something 
to contribute, no matter how "Off-Beat', send it in. 



Bob Lindquist, Publisher / Editor 
Mobile Beat Magazine 





Call today for dealer 
Information and 
receive an attractive 
counter display FREE 
with your first order. 

Cali 

Mike Buonaccorso 
(716) 586-0315 
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The #1 DJ Supplier 

"Professionals Selling 
Professional Quality 
at 'Pro-User 
Discount Prices' 

/ Free technical and 

customer support! 

/ Every item pre-tested 
before shipping! 

/ We sell only the best! 

Order our free catalog todayI 

TOLL FREE NATIONAL 
ORDER UNE 
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IVIany thanks to our readers for the 
fantastic and enthusiastic response to the 
first issue of Mobile Beat! We have spent 
many hours with your letters, surveys and 
comments (both complimentary and 
constructive), to get a better feel of the 
direction Mobile Beat should take in future 
issues. This is your magazine * your 
comments are important to us. 

Even though there is a great diversity in 
the styles and opinions of Mobile Disc 
Jockeys, most MDJs have welcomed Mobile 
Beat as the 'common ground* of the 
industry, which is precisely what we had 
hoped would be the case. Out of respect 
for the diversity of the Mobile DJ industry, 
and each DJ's right to operate his or her 
service in the manner which they choose, 
we will not judge or editorialize on any 
individual or service. On the contrary, part 
of our job is to bring you the broad spectrum 
of personalities who make up the industry. 

If you personally disagree with their 
particular mode of operation, that's your 
perogibve. An interesting example of this 
was the following letter, one of several in 
response to our 'profile* of Chris Pangalos 
and Rolling Thunder Productions: 

To whom ft may concern, 

Congratulations on your new publication! 
ft's about time that someone created a 
publication geared for us owners and 
operators of Mobile DJ Entertainment 
companies. The only thing that I disliked 
tremendously about your virgin issue was 
the following comment made by Chris 
Pangalos. "It goes without saying that any 
DJ who is serious about making th/s a 
career has to /enow how to behave at a 
party. I never get drunk, and if I want to 
meet one of the female guests, I try not to 
be too obvious about it. ” 

SHAME ON YOU CHRIS!!! 

The two things I have stressed in my 15 
years in the Mobile DJ business are these... 

1) Never, under any circumstances do my 
DJs drink alcohol (or smoke cigarettes for 
that matter) while they work. 

2) Someone 's wedding reception, party or 
dance is not our forum to'pick up * women 
(or men for that matter)... 

V never get drunk ,* indicates that Chris 
does imbibe. Does his comment mean that 
he drinks until he’s almost drunk? Further¬ 
more, his definition of drunk may not be 


FEEDBACK! 

Express your views, voice your con¬ 
cerns, comment (negatively or 
positively) on any aspect of the Mobile 
DJ Industry. Whatever is on your mind, 

express yourself here! 

Write: 

Feedback 
C/O Mobile Beat 
LA COMMUNICATtONS 
Box 43 , 

East Rochester, NY, 14445 


what the party guests are observing. 

Yo Chris, stop drinking at your parties and 
leave the women alone. Put a classified ad 
in your focal paper if you are that desperate 
and help hd our evergrowing industry ot two 
factors that many clients fear... drinking on 
file job... and much too much socializing 
with the guestsltl 

Sincerely, 

Art Bradlee, President / Executive Director 
Sensational Sounds 
Binghamton, New York 

Thanks for writing in, Art, but, off the 
record, how many DJs will honestly admit to 
having never had a later social encounter 
with a guest at an event they played? 

There was a lot of interest generated 
from readers of our ‘Seminar* question 
concerning ASCAP/BMI and their relation¬ 
ship with the MDJ market. From Bob 
Moffett of PROformance Entertainment in 
Needham, MA, we received the following: 

The Copyright Act (1976) provides for 
payment of royalties to an artist whenever 
their work is publicly performed. The 
language of this law is extremely important. 
The law refers only to "Public Perfor¬ 
mances* This would automatically exclude 
any private family event including: Wed¬ 
dings, barmitzvahs, birthdays and anniver¬ 
saries. 

Additionally, this would exclude any 
event organized by a private group from 
which file general public is somehow 
excluded. For example, many employee 
holiday parties would fall into this category. 

DJs should also be aware that many 
colleges and universities already have 
blanket agreements with ASCAP and BMI 
covering music events both on and off 
campus. What these schools report 
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is simply the OPINION of the agency. To 
truly understand the application of the law 
you must refer to past precedents set by 
the courts. There are currently none which 
relate specifically to the Mobile DJ. 

The Mobile DJ industry has become a 
lucrative market. ASCAP and BMI are sure 
to take notice and will want some slice of 
the pie. Court action in the near future is 
unlikely since DJs lack a national identity 
such as a union or trade organization. But 
legislation to extend the coverage of the law 
is always a possibility. 

Mobile DJs must balance their sense of 
ethical responsibility to the artist with a 
general desire to maintain personal 
freedom. Imagine for a moment should our 
wedding and birthday service become 
recognized as a commercial event. In 
addition to royalties for performing rights, 
the door would now be open to a whole 
range of creative government regulation. 
What would be the new DJ license fee? 

Are you ready for the party tax? 

Mobile Beat also heard from Michele 
Reynolds, Marketing Director for BMI who 
stated, ‘BMI does not have a license 
agreement for Mobile Disc Jockeys. We 
look only to the venue and license only 
venues". Check our next issue {August 
September) for a response from ASCAP as 
well as other news on potential licensing 
fees that apply to Mobile Disc Jockeys. 

Now on to another potentially controversial 
topic brought up in the correspondence that 
follows: 

Congratulations on your first issue and 
giving me a place to vent my feelings on the 
subject of DJ format. By this, I am referring 
to the overemphasis on equipment l am 
seeing these days over the basic concepts 
of what our business is really about - 
ENTERTAINMENTf 

I believe I am one of a growing number 
of experienced Mobile Disc Jockeys being 
forced into a “closet" by having to com 
stantly defend oneself about using vinyl! I 
use quality DJ gear, have done several 
hundred jobs over the last nine years, made 
a lot of people happy, and have yet to have 
the bride and groom come up to me to tell 
me their reception was ruined by a poor 
signal-to-noise ratio! 

I believe that through certain record 
stores, specialty shops, and mail order, a 
Mobile DJ who wishes to remain “vinyl 
based" will be able to do so well into 21st 
century (give or take a few “cassingles"). 
Don't get me wrong ■ I do not believe 
someone starting a system today should 
necessarily go 100% vinyl and I do believe 
in making equipment modifications and 
changes as you need, but make these 


"Imagine for a moment 
should our wedding and 
birthday service become 
recognized as a commercial 
event. In addition to 
royalties for performing 
rights, the door would now 
be open to a whole range of 
creative government 
regulation. What would be 
the new DJ license fee? Are 
you ready for the party tax?" 
-Bob Moffett, Needham, MA 


decisions on your terms, not under 
pressure from others. Never let your talent 
take a back seat to technology! 

Dale Lockwood 
Gaper Brothers Music 
Long Beach, California 

Interesting perspective, Dale. Our 
survey results have indicated this format 
issue is a concern to many Mobile Disc 
Jockeys. What do you think? If vinyl was 
still as accessible as it was three years ago, 
would you stay with it or switch to CD? 
What do you do with old vinyl anyway? 
Send us your comments! 

Cont'd page 26 



Ashly is not the only company that makes power amplifiers and signal 
processing equipment. We do, however, work very hard at being the 
best. We utilize only the highest quality electronic components, and our 
mechanical construction is legendary. Our computer-assisted test sys¬ 
tems assure reliability and allow us to offer our extended warranty 
program on each and every product. When the situation calls for 
nothing less than the best, you can depend on Ashly. 


ASHLY 

MAKERS OF FINE AUDIO PRODUCTS SINCE 1972 

POWER AMPS • INSTRUMENT PRE-AMPS 
NOISE GATES • COMPRESSOR/LIMITERS • PARAMETRIC EQUALIZERS 
GRAPHIC EQUALIZERS • ELECTRONIC CROSSOVERS 


FOR INFORMATION CONTACT: 

ASHLY AUDIO. INC. IN CANADA CONTACT: 

100 FERNWOOD AVENUE GERRAUDIO DISTRIBUTION. INC. 

ROCHESTER, NY 14621 363 ADELAIDE STREET EAST 

TOLL FREE: 1-800-828-6308 TORONTO, CANADA MSA IN3 

IN NYS (716) 544-5191 (416) 361-1667 
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MOBILE LIGHTING 
"LEAPING" AHEAD 

New SHOW PRO Effect is 
“Light-On-It’s Toes” 

Introducing, THE BALLERINA which creates four strong hard edge beams 
which rotate and dance to the beat of the music via special sound-to-light 
circuitry. The beams can be colored and used with gobo patterns. The entire 
unit is just slightly over two feet long and weighs just 20 pounds. For more 
information, contact NESS/SHOW PRO, 111 South State Street, Hackensack, 
NJ 07601. (201) 646-9522. 



SHOW PRO'S graceful “Ballerina' 



ETA’s “POWERBAR” Simplifies 
Mobile Lighting 

ETA Lighting Systems new M A D. Chase 1001-16 four channel 
“POWERBAR" controller features all the functions of a chase 
lighting controller plus sixteen pre-programmed chase 
sequences which may be activated by remote control. Just 
mount the POWERBAR on a tripod stand and mount PAR type 
light fixtures (available from ETA as a package with 4 DJ38 LK 
lightweight PAR CANS and 10' tripod stand). For more 
information, contact ETA Lighting Systems, 1716 Enterprise 
Parkway, Twinsburg, OH 44087. (216) 425-3388. 


ETA's M.A.D. man, Victor Pavona, demonstrates 
the MA.D. Chase 1001-16 POWERBAR. 


ETA’s “Powerbar" 


New Mobile Effects from Meteor 
are "Stunning" yet Simple and 
Inexpensive. 






Meteor has just introduced two exciting lighting 

effects for Mobile DJs. A new, lighter and more affordable version of the Probeam projector allows DJs on the road 
to create effects which were formerly available only in a disco. Meteor's new "Multi-Ray" is similar in size and shape 
to a pin spot, but as it's name suggests, it projects a stunning array of laser sharp beams. (For further information, 
see Meteor advertisement on back cover of this issue). 
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WHAT'S NEW? 


Continued 


“CHAMELEON’S” 
CHANGE MEANS 
MORE LATE NIGHT 
PUMP! 

Hill Audio has announced a 
breakthrough in power amplifier 
technology that could hold great 
promise tor Mobile DJs. The 
Chameleon Power Amplif ier's 
compact design fits a single rack 
space and weighs just 28.5 pounds. 
Performance-wise it s definitely no 
lightweight with a rating of 600 watts 
per channel at four ohms. What's 
even more special about this new 
amp is the automatic “Headlok" 
circuitry. According to Hill, “As the 
amplifier approaches its maximum 
power capacity, it will automatically 
change over to "Headlok" mode 
which will reduce dynamic head- 
room and allow Chameleon to 
produce greater total output with 


less dynamic range". In other 
words, you lose little off the top and 
bottom, but you get a lot more 
“loud” when you need it. For more 
information contact: Hill Audio, P.O. 
Box 2344, Fort Worth, Texas, 
76113-2344(817) 336-5224. 

Anchor Continental has intro¬ 
duced a new product that should be 
a big hit with Mobile DJs. Stage 
Tape (tm) was developed specifi¬ 
cally with the mobile entertainment 
industry in mind. It comes in widths 
of 4", 6" and 8" and is perfect for 
holding down power cords and 
cables, especially in traffic areas. It 
keeps party guests from knocking 
out your power and it's bright yellow 
color reduces the chances someone 
will trip on one of your cords and get 
injured, (black also available ). 
Anchor Continental, P.O, Drawer G, 
Columbia, S.C. 29250. 


Towards 2000 of North Hollywood, 
California has introduced a new, 
improved version of their popular 
“DJ MIX BAG". The Mix Bag was 
originally introduced last summer 
as a convenient stash for 12' 
records, tapes or CDs that got left 
out of the main case with room for 
pens, paperwork and other acces¬ 
sories. The new bag touts several 
improvements along with being 
larger, capable of holding 30-12" 
records or laser discs. There are 
additional pockets as well for 
holding pens, a microphone or 
whatever fits them. Made of 
rugged black padded nylon, 
Toward 2000's DJ MIX BAG could 
be the handiest DJ STUFF carrier 
since the original 45 RPM record 
case. For information, contact: 
Towards 2000, 5302 Vineland 
Avenue, North Hollywood, CA, 
91601. (818)769-5622. 
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NOW PLAYING 


ON CD! 

by Mike Paz 

If you are one of the many Mobile 
DJs who have converted to Compact Disc 
but are still having trouble finding pop 
favorites on CD, here are some hints that 
will make your search a little easier. 

First off, you need as many 
different sources as possible. Just 
shopping at record and CD stores isn't 
enough. A great place to start is with 
record collector's shows. Much of the 
newer pop/rock/dance material can be 
found on promo CD singles and/or sampler 
discs which can be found at these shows. 

Next, try to make friends with 
broadcasters in your area. They receive far 
more promo CDs than they could ever use 
on-air. With a radio DJ or programmer on 
your side, you'll save a lot of money in the 
long run. 

Finally, become a treasure 
hunter. Used CDs are becoming more 
plentiful and if they have very few visible 
marks on the disc, they play just like new. 
Don't rule out import CDs even though they 
usually cost more. Our friends in Europe 
and Asia got the jump on us as far as the 
CD format is concerned and they have 
collections on disc that we’ll never see 
here. 

Try to buy discs with an eye 
toward how many usable songs the disc 
has versus its cost. You may buy an import 
CD which, at $25, might seem expensive, 
but if you can use most of the songs on it, it 
makes more sense than buying a domestic 
disc with one usable tune for $13.99. 

In the April/May '9f PREMIER 
ISSUE of Mobile Beat, there is a list of the 
all-time Top 25 party tunes (pg.7). Some of 
them are easy to find on CD, others are 
not. Here's a run down of where you'll find 
some of the tougher ones. 

Bob Seger’s “Old Time Rock & 
Roll" can be found on the ‘Stranger in 
Town" disc or the import soundtrack to 
“Risky Business.* 

"Mony Mony" from Billy Idol is on 
the “Vital Idol" disc but a better remix 


version for parties appears on the Prime 
Cuts Vol. 1 disc. 

The “Animal House" Soundtrack 
is available for the Otis Day & The Knights 
version of “Shout", while a wide variety of 
Isley Brothers Greatest Hits discs exists on 
at least three labels so far. 

Until recently, “New York, New 
Yoik" from Frank Sinatra was only available 
on an import collection from Germany but it 
can now be found on a just released single 
disc sampler on Warner Brothers/Reprise 
called “The Very Best Years". This is one 
of the discs which contain a lot of good 
material which most DJs can use at their 
functions. 

"Become a treasure 
hunter. Used CDs 
are becoming more 
plentiful and if they 
have very few visible 
marks on the disc, 
they play just like 
new.” 

Now, here's one on that can be a 
real headache. Yes, “The Twist" from 
Chubby Checker is available on a number 
of discs, but if it's made in the U.S. or 
Canada, it is NOT the original version. The 
only disc that contains the original version 
that this author has ever seen is a Swedish 
disc called “Yesterday's Gold, Vol. 10". 
There may be other import discs which 
contain the original version. The newer 
recorded version on the domestic disc is 
not that much different than the original but, 
if you're one of those DJs who won't settle 


for anything less than the original version 
of the song, be prepared for a exhaustive 
search. By the way, the reason why the 
domestic discs contain the re-recorded 
version is because that is the only version 
licensed by the owners of the recording to 
be sold legally in the U.S. Don’t ask why, 
that's just the way it is. 

We ll tackle the rest of the list as 
we go along, if you’re looking for a song 
on CD and haven’t had any luck finding it, 
drop me a line and I'll try to get an answer 
for you, See you next issue! 

Questions tor Mike Pa 2 should be 
addressed: "It's On CD" do Mobile Beat, 
Box 43, East Rochester, NY 14445. 

In 1987, Mike Paz took to the road 
with one of the very first 100% CD 
Mobile Disc Jockey systems Along 
with operating "Mike Paz CD/DJ 
Systems", he is also a morning radio 
show host, a music buyer for Record 
Archive music stores, and formerly a 
DJ for Club 2001. 


REMIX CDS! 


A-HA - 45 RPM Club 
BANGLES - Rockin' Syndrom 
BASIA - Best Remix 
DEAD OR ALIVE - Remade 
DEBBIE GIBSON - Super Club 
INXS - More Kick 
MADONNA - Remixed Prayers 
KYLIE MINOGUE - Remixes 
PRINCE * New Power Remix 
TRANS VISION VAMP - 12" ERS 
WHAM - Best Mixes 
WHITNEY HOUSTON - 

Dancin’ Special 



JAPAN CDs 

Sound Source 


POB 35780M 
Los Angeles, CA 90035 

213 - 857-5701 

Fax 213-937*2309 
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TOP 25 U.S.A. 


TOP 25 CANADA 


PLAYLIST PIX 


1 I've Been Thinking About You 

I 

1 

Here We Go 

Londonbeat - Radioactive/MCA * 114 



C&C Music Factory - Columbia -114 

2 How To Dance 


2 

Touch Me (All Night long) 

Bingo Boy s - Atlantic • 120 



Cathy Dennis - Polydor -120 

3 Rescue Me 


3 

How To Dance 

Madonna ■ Sire * 118 



Bingo Boys - Atlantic -120 

4 Anthem 


4 

Strike It Up 

N-Joi - RCA -125 



Black Box - Deconstruction/RCA 118 

5 Strike It Up 


5 

I've Been Thinking About You 

Black Box - Deconstruction/RCA 118 



Londonbeat - Radioactive/MCA -114 

6 Here We Go 


6 

This House 

C&C Music Factory - Columbia -114 



Trade Spencer - Capitol - 110 

7 It's A Shame 


7 

Anthem 

Monie Love - Warner Bros. - 108 



N-Joi - RCA - 125 

8 Touch Me (All Night tong) 


8 

Rescue Me 

Cathy Dennis - Polydor - 120 



Madonna-Sire - 118 

9 State Of The World 


9 

Unbelieveable 

Janet JAckson - A&M - 113 



EMF-EMI-102 

10 Situation ‘91 


10 

Made Up My Mind 

Yaz-Sire - 119 



Sa-Fi re - Mercury - 118 

11 She's Got Me Going Crazy 


11 

State Of The World 

2 In A Room • Charisma ■ 120 BPM 



Janet Jackson - A&M - 113 

12 Dangerouse On The Dancefloor 


12 

Mea Culpa Pi. 2 

Muslo & Bones - RCA - 124 



Enigma • Virgin (UK Import) - 96 

13 Crazy 


13 

Hold You Tight 

Daisy Dee - IMR -124 



Tara Kemp - Big Beat -102 

14 Unbelieveable 


14 

Good Together 

EMF-EMI-102 



Candi & The Backbeat * T1RS -122 

15 Kid Get Hyped 


15 

She's Got Me Going Crazy 

Deskee - RCA -120 



2 In A Room - Charisma -120 BPM 

16 ESP 


16 

1 Rhyme The World (In 80 Days) 

Deee-Lite -Elektra -120 



Kish-A&M-117 

17 Where Love Lives 


17 

Sadeness Pt 1 

Alison Limerick • Arista -123 



Enigma - Charisma * 96 

18 Baby Baby 


18 

Baby Baby 

Amy Grant - A&M - 98 



Amy Grant - A&M - 98 

19 Sex Cymbal 


19 

Together Forever 

Sheila E - Warner Bros. 115 



Lisette Melendez - Columbia - 119 

20 Hip Hop 


20 

IESHA 

Chris Cuevas-Atlantic-119 



Another Bad Creation - Motown - 110 

21 How Can You Expect ..Seriously? 


21 

Spice 

Pet Shop Boys-EMI-90 



Eon - Vinyl Solution ■ 128 

22 SadenessPlI 


22 

What's It Gonna Be 

Enigma - Charisma - 96 



Jellybean/Niki Harris - Atlantic - 120 

23 Hold You Tight 


23 

Rap To The World BG 

Tara Kemp - Big Beat - 102 



Prince Of Rap-CBS-124 

24 Do You Wanna Dance 


24 

What 1$ Sadness 

Brother Makes 3 - Cardiac -118 



Device - Arista * 96 

25 Same Song 


25 

Now Is Tomorrow 

Digital Underground - Tommy Boy -104 



Definition Of Sound - Cardiac -116 

Rank - Tlfte - Artfct * Label - BPM 

L 


BHMiHrTTTlTn o o 11 ii n ■ 

Wnllr • 11 ii a i o u u n i r B 
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1 ■ t§ m ■ 11 * a ■ 1 Dfliia Mu* ft A Ml Mr ? ty 

(416) 369-0070 



Top Breakout 

from Jazsay's Record Pod, Pittsburgh, PA 
Get h Right 
Redhead - Virgin 
Ring Ring Ring 
De La Soul - Tommy Boy 
Do M« Right 
Guy - MCA 
Hairtage 

Defiant Giants - WHM 
Bad To The Bone 

Kool G Rap & DJ Polo - Cold Chillin 

Top Slow 

from Bob Cooper. Sound Advice - Pittsfield, MA 

Written All Over Your Face 

Rude Boys - Atlantic 
Juel Want To Hold You 
Jasmine Guy • Warner Bros. 

Do What I Gotta Do 
Ralph Tresvant- MCA 
No Matter What You Do 
Al B. Sure/ Diana Ross ■ W.8. 

Walkin' In The Rain 
Stelsasomc - Tommy Boy 

Top Bass Testers 

from Stephen O'Neill - Miami Hot Traxx, Miami, FL 

Dance All Nite 

Poison Clan - Effect 
Booty Shake 
Gucci Crew II - Gucci 
Eerk & Jerk 
Eerk & Jerk - Shantell 
Follow 4 Now 

MC Sway & DJ King Tech - Giant 
Slammin' / Bass Contest 

Quad Force f Party Boys - Underwood 

Top Underground 

from Peter Reyes * Segue Promotions, Rutherford, NJ 

Alright 

Urban Soul - Polar 

Bluenoles from the Basement 
Ultra Nate • WEA 
Area Code 

Jazz Documents - Nugroove 

Superficial People 
Ten City - Atlantic 
Tonight 

Those Guys * MCA 



DJs 

& 

POOL 

OPERATORS 

SEND US YOUR 
CURRENT PLAYLISTS! 

Send your list to: Mobile Beat, 
LA Communications, Box 43, 
East Rochester, NY 14445 
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PLATTERS 

THAT 

MATTER 

By DJ Tom Hoey 

Almost three years after the 'disco 
revival" was blown away by the advent of “acid 
house music’, seventies disco is back, and with a 
vengeance! “ESP" the newest release by Deee- 
Lite is storming up the charts. The 12" version is 
not much different than the album version most 
club jocks have been playing but they are grateful 
to have this version to mix with and you will be too. 

The seventies revival is only beginning, 
but we know it is here, especially watching the 
clothing trends, such as hot pants, mini-skirts and 
flowered shirts. Old favorites such as Gloria 
Gaynor and Donna Summers are now packing the 
dance floors in clubs and will no doubt affect your 
requests as you hit the road for summer parties. 

Thankfully, not all the new music is in the 
70’s vein. There are a lot of older classics being 
covered or re-released. One worth mentioning 
here is the Eurythmics new album with a new 
version of ‘LOVE IS A STRANGER". With a 
deeper bottom, this cut really kicks and is quite 
different than the original. If your crowds liked this 
exciting song the first time around, they will be 
intrigued with this freshened way of presenting 
Annie Lennox. The album features all of their hits 
and is worth giving a listen. 

My favorite group of 1990 was 808 State. 
They didn't get much press here in the U.S., but 
were very big in Europe. •CUBIK* was my 
personal favorite in its original import version. The 
commercial version was more "housed up" and 
didn’t get as much play as it should have. Now 
808 State has released their 2nd album and are 
rapidly proving they are not just 'one hit wonders'! 

"EX. EL*, the album, is being raved 
about by just about every critic in Europe and is 
slated to be big here in the U.S. The featured cut 
on their newest effort is "OOPS" and I must admit 
there wasn't too much to recommend during the 
first minute or so of the song, just your usual 
electronic, bottom crunching beat and some piano. 
But then, just as I was about to give up on it, the 
vocal kicked in and it was glorious. Bjork 
Gudmundsdottir of the Sugarcubes is the vocalist 
and without any doubt, the cuts on the album that 
are the best and slated to be released as singles, 
are those that this fantastic artist are featured on. 
Run, don't walk to your nearest record store. 

The Pet Shop Boys have done it again. 
Another #1 hit is in the stores now with the release 
Of “WHERE THE STREETS HAVE NO NAME/ 
CANT TAKE MY EYES OFF YOU'. This prolific 



TOP HITS FROM THE 


50's & 60's 

ALL ORIGINAL VERSIONS 
BY THE ORIGINAL ARTISTS! 


Including: 

AT THE HOP - Danny and Juniors 

ROCK AROUND THE CLOCK - Bill Haley 

BLUEBERRY HILL - Fats Domino 

R N' R IS HERE TO STAY - Danny and Jrs. 

GREAT BALLS OF FIRE - Jerry Lee Lewis 

PEGGY SUE - Buddy Holly 

THE STROLL - The Diamonds 

RUNAWAY - Del Shannon 

SINCE I DON'T HAVE YOU - Skytiners 

SIXTEEN CANDLES - Crests 

IN THE STILL OF THE NIGHT - 5 Salma 

LITTLE DARUN’- The Diamonds 

BIG GIRLS DON'T CRY - 4 Seasons 

STAND BY ME - Ben E. King 

HOLD ME, THRILL ME. KISS ME - Mel Carter 

RUN AROUND SUE-Dion 

WAKE UP LITTLE SUSIE * Everly Bros. 

LION SLEEPS TONIGHT - Tokens 

TWISTIN’ THE NIGHT AWAY - Sam Cook 

WORST THE COULD HAPPEN - BrWn Brdg. 

DUKE OF EARL • Gene Chandler 

WHY DO FOOLS FALL IN LOVE - Frankie Lymon 

LONELY TEARDROPS ■ Jackie Wilson 

WITH THIS RING - Platters 


TILL - The Angles 
UPTOWN - The Crystals 
CRYING • Roy Orbleon 
LA BAMBA • Richie Valens 
BOOK OF LOVE • Monotones 
ONLY YOU • Platters 
SPEE DO The Cadillacs 
BLUE MOON - The Marcels 
HAVE YOU HEARD • Duprees 
TELL HIM - Exciters 
LITTLE STAR • Elegants 
EARTH ANGLE - Penguins 
MAYBE BABY - Crickets 
THE WANDERER - Don 
IT’S MY PARTY • Leslie Gore 
BARBARA ANN • Regents 
DREAM LOVER - Darin 
BE MY BABY • Ronettes 
DONNA - Ritchie Valens 
SILHOUETTES • The Rays 
SO IN LOVE - Tymes 
SINCERELY - The Moonglows 
(TIL) I KISSED YOU - Everly Bros. 
HE’S A REBEL - Crystals 


+ OVER 50 MORE HITS 


on 



Exclusively for Mobile Beat Subscribers: / Quantities are limited 

To Order: • 

• Send Check or Money Order for $29.95 plus $3 Shipping 

J (NTS Residents Most add $2.10 State Sales Tax - * 

• NOT AVAILABLE IN CANADA) l 

Along with Name, Mailing Address (no P.O.’s), 

• and Zip Code to: 

CD’s - c/o Splnnin' Productions - 

• P.O. Box 5. East Rochester, NY 14445 • 

• •••••••••••••••••••••••••••••••••••ft* 
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DAN 

MILLER 

ENTERPRISES 

INCORPORATED 

at. 1979 


If Your Music Service Is Telling You That 
They Have Problems Providing Vinyl 12 Inch 
Singles, You Need A New Music Service. 

No other music service tests every record they ship with over 150 
professional DJs, 

No other music service monitors over 45 different radio stations. 

No other music service is in constant contact with every major 
record label in the country. 

At DME we do a lot more than read magazines. 


Dan Miller Enterprises Inc. est. 1979 

Complete Starting Record Libraries for Any Format. 

Twice Monthly Record Shipments to Keep Your Library Up To Date, 

Special Orders and Imports - Not A Problem. 

At DME we specialize in providing nightclubs around the world with the Vinyl, Video and CD product that they 
need to keep the dancers dancing. Our programming, research and service arc unmatched. Give us a call. 

D.M.E. 

Dan Miller Enterprises Inc., P.O. Box 1936, Roswell, GA 30077 

(404) 740-9067 FAX (404) 740-0358 




* A Small Portable Fog/Smofce Generator 

* Powerful 1000 Watt Heater 

* High Pressure Piston Pump 
- Smoke Output: 

2000 Cubic Feei Per Minute 

* Warm up Time 5 Mtnutes 

■ Maximum Blast Time 70 Seconds 

* Maximum of Full Blasts Per Tank: SO 

* Tank Capacity Vi Gallon 

* Power Requirements: 

170 Vac 8 AMP 50/60 HI for 220V) 

* Fuse: 10 AMP 


• NO WORRIES 

■ NO GADGETS 

■ JUST FOG 


■ Dimensions: 87i"W x x T5WL 

(215) k 215 x 400mm) 

* Weight: ! L7 lbs. (S3 kg.) 

■ Standard Remote Control 

* fntermaf Tank with Liquid Status Indicator 

■ Finish: Glossy Blue 

* Range of S Fragrance or Non-Toxic Water 
Based Fog Fluid 

* Comes Complete with Generator, Remote 
Control, Hanging Bracket and Cables 

* Extremely Competitive Price 

* Remote Control Timer (Optional) 


FOR MORE INFORMATION CONTACT YOUR LOCAL DEALER 


NESS 


1 ] 1 South State Street Hackensack, New Jersey 07601 U SA. 
Tel: (201) 646-9522 • Telex: 429772 • Fax: (201J 646-1922 
In Canada: AudioNova (514} 631-5787 


BUY 

SELL 

TRADE! 



Mobile Beat is packed with 
Great Deals For DJs!! 

Reach over 15,000 
Mobiles throughout the 
U.S. and Canada 

See "Showcase" 
beginning on 
page 18! 
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TIME IS 
RUNNING 
OUT ON 
SUMMER 
BOOKINGS 


1. Never assume that 
you've missed the boat for a 
booking. The world is full of 
procrastinators who wait until a 
week or two before an event to 
shop for a DJ. Return all inquiry 
calls immediately. Many last 
minute bookers go with the first 
DJ they connect with. If you 
use an answering machine or 
answering service, check your 
messages at least four times a 
day. 


By R.A. Lindquist 

What are you doing on 
June 29th? Hopefully, you'll be 
spinning your buns off at no 
fewer than two wedding 
receptions. As you no 
doubt know, June is the 
big month for wed¬ 
dings and accord¬ 
ing to the National 
Center for 
Health Statistics, 
more weddings 
take place on 
the last Satur¬ 
day in June 
than any other 
day of the year. 

In fact, on June 
29th, 1991, it's esti¬ 
mated that nearly 45,000 
couples will tie the knot. In 
most areas of the country, the 
wedding season starts in late 
March and last through late 
October. During this seven 
month period, hundreds of 
thousands of wedding recep¬ 
tions, not to mention family 
reunions and graduations 
along with a general list of 
other indoor and outdoor 
parties, will take place. How 
can you be sure you're getting 
your share of this lucrative 
summer business? Here are 
some tips that can help you 
pick up additional bookings: 



2. Step up your marketing 
efforts. Make time during the 
week to make the rounds to 
other bridal related businesses 
such as bridal shops, florists, 

photographers, bakeries, 
tuxedo shops, caterers, 
limo services and bridal 
consultants. At each 
stop, run in, intro¬ 
duce yourself, 
drop off five or 
ten cards, and 
be on your 
way. It's that 
easy, Remem¬ 
ber, it's a 
game of 
numbers, the 
more cards you 
distribute, the 
greater the impact 
you make. The only 
good business card is one 
that's in someone else's hand. 

3. Notify your local ban¬ 
quet halls, country clubs and 
party houses of the dates you 
have available for last minute 
bookings. Distribute a flyer with 
the heading ‘MUSIC EMER¬ 
GENCY? - CALL (your name 
and number)' 

4. Get to know your com¬ 
petitors. Call the DJs in your 
area andl encourage them to 
refer you when they get a 


booking they can't handle. 
Obviously, this obligates you to 
do the same for them which is 
an arrangement that most DJs 
can live with. You may run Into 
a few DJs who will be less than 
cooperative, but the majority 
of DJs who are in It for the long 
term know the value of tossing 
those extra dates to DJs who 

will return the favor. 

5. Make sure every perfor¬ 
mance you do is your very 
best. Prepare yourself before 
each wedding reception. 

Make it a point to meet with 
the bride and groom before 
their reception so that you can 
come to their wedding recep¬ 
tion properly prepared. Of 
special concern is being 100% 
sure you have the music for 
their special dances and that 
you know how to properly 
pronounce the names of 
everyone in the bridal party. A 
miss on either of these points 
will not only prove embarrass¬ 
ing, but will also cost you 
possible referrals. The best way 
to pick up business for tomor¬ 
row Is by giving It your all 
today. Pay special attention to 
how your set-up looks. Use a 
colorful table cloth or banner 
to hide anything you don't 
want the audience to see, 
Allow yourself plenty of time to 
get set-up and prepare and 
don't hesitate to tell people 
your name and the name of 
your service two or three times 
throughout the evening. The 
bottom line is to do the best 
job you can and to make sure 
they remember your name! 

6. Seize the opportunities. 
Summertime is the biggest 
party time of the year. Look 
beyond your weekly wedding 
bookings for new business that 
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can fill your weeknlghts as well 
as the occasional open Satur¬ 
day. Everytown, small and 
large, has It's share of summer 
carnivals. Many of these are 
sponsored by volunteer fire 
departments, church groups 
and similar organizations. Often 
times, a simple phone call can 
lock up two or three nights in a 
row at one of these events. To 
find out where and when these 
events will be in your area, 
check the "coming events' 
calender in your local newspa¬ 
per, or check the publications 
that list entertainment In your 
area. While you're looking at 
the newspaper, check the 
announcements in the classified 
section. See any class reunions 
coming up? What are you 
waiting for? Call them today 
before one of your competitors 
does. 

7. Check your previous 
year's bookings (If possible) to 
see what weekends were the 
quickest to fill-up and which 
were slowest. If it appears 
there's a pattern where a 
certain weekend is traditionally 
light, put together a special 
price package and offer it to a 
non-profit organization to use as 
a fund raiser or get-together. 

For most Mobile DJ$, 
particularly those of us above 
the Mason-Dixon line, April 
through September are the best 
months of the year. If you rely 
heavily on wedding receptions, 
these six months of the year are 
the traditional wedding months. 
You should be making every 
effort to fill every booking slot 
you have open. Remember, 
there's no such thing as time off 
when the sun Is shining. 

There'll be a few open week¬ 
ends down the road for you to 
relax and unwind. The weather 
may not be as nice, but there's 
nothing like the satisfaction of 
knowing that you finished 
another summer with a new 
high In bookings, 


VALUE 

MAKES 

THE 

SALE | 

by John Aizstrauts 

* 

No two people are alike 
and, therefore, no two DJs are 
alike. That's why some get the 
great gigs that pay welt while 
others are left to fight over the 
leftovers. 

Business cards and a 
professional appearance are 
important, but there's much 
more you can do. It all comes 
down to the basic rule of busi¬ 
ness that customers not only 
want quality, they want all the 
“bang for the buck' they can 
get. In the case of Mobile DJs, 
they want entertainment AND 
value. They need your service 
and It's up to you to show you 
offer more than other DJ's. 

By showing you offer 
more for the same "buck,* you'll 
Improve your chances of getting 
more gigs and better gigs. Begin 
with your advertising/promo¬ 
tional sheet. Don't be afraid to 
“blow your own horn', just do it 
wisely. Sell yourself and your DJ 
service in the most positive terms. 
Specifically tel! what you offer 
and how the customer will 
benefit from using you. 

Here's how to show value. On 

your ad/promo sheet, list every¬ 
thing you can about yourself, the 
DJ service, music, equipment, 
events, etc. Tell what you have 
to offer and then...this is the 
key...'paint a picture' of the 
features and benefits you offer. 
This is what will make you stand 
out. 


YOU: show your ability and 
build your image. Describe your 
experience and background. 
Maybe you are a former band 
member, have radio experience 
or have something else in your 
background that adds to your 
credibility as a DJ. Say so. If you 
like to emcee and DJ, tell how 
you coordinate events, how you 
pace them, etc. Mention your 
dress for the occasion whether 
it's a tuxedo or beach clothes. 

MUSIC: List ail the music you. 
offer. It's more impressive to see 
a DJ's playlist that specifies "Top 
40,1950's, 1960's, 1970's, 1980's, 
Disco, Swing, Rap, Polka, Rock-n- 
roll. Big Band, Waltzes, R & B" 
etc., than one who simply says, 
"All kinds of music.' 

EQUIPMENT: Describe your 
sound system in terms that 
potential customers will relate to. 
Say your records, CD's and 
amps give clear, crisp sound or 
can blast them with body 
pulsing rock-n-roll. Mention your 
lights and foggers can create 
romantic moods or mini-rock 
concerts. Why? Most people 
don't know what a DJ can really 
do so you have to tell them. Use 
your ad/promo sheet to show 
what you offer, what you can 
do, what the customer will get 
and how that creates value for 
them. That's why you have to 
use a little creative writing to 
"paint a picture" of the event, 
That sells. Remember, you're 
trying to find and push the 
customers' “hot' button! Find it 
by listing what you offer and 
push it be telling them what you 
can do for them. The more you 
offer, the more value a customer 
gets and the more likely they'll 
choose you. 

John Aizstrauts has been in Sales and 
Marketing for over ten years. He holds 
advanced degrees in business and 
publishing and brings to Mobile Beat 
readers the special sales and marketing 
information they'll need to effectively 
sell their services during the 1990's 
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GAMES 

DJs 

PLAY 

— by John Roberts 

DJs are witnessing the dawn of a 
new era and the death of another. As vinyl 
disappears, many DJs are crying foul! The 
records they use to create “hot mixes" are 
disappearing and the industry has not met 
their demands for the equipment they need to 
continue their craft with CDs and tape. 

It has always been my belief that a 
good personality with the right blend of music 
can win over any crowd anyday. So if we’re 
not going to be able to do the almighty mix, 
perhaps it’s time that we got back to the 
basics. Its time to start thinking on our feet. 
Lets get out in front of the booth to get 
involved with the crowd. After all, we are 
entertainers. One of the most fundamental 
rules of entertaining is to get the people in¬ 
volved. One of tiie easiest ways to do this is 
by incorporating games into the show. 

The best part of this job is knowing 
that every time we go to work, it’s a party, or to 
say the least, some type of social event. 
Games are a great ice breaker. They give 
some people a chance to show off, others an 
opportunity to display their competiveness 
and almost always, games give people a 
chance to m ix, m i ngle and to m eetone another. 

The types of games and contests 
you choose to employ are many and varied, 
limited only by the realm of your imagination. 
Your job as DJ/MC is to coordinate, explain, 
facilitate, announce and even demonstrate 
the games. You may also be the judge and 
jury, so make sure that you not only explain 
the rules but know and understand them 
yourself. There's nothing more embarrassing 
than to have a situation arise during a game 
when you have no more of a clue on how to 
play it than the next guy. Games involve 
people and, people are the most unpredictable 
creatures on earth. Use creative judging and 
never let the crowd see you sweat! 

Games and contests are not hard to 


Booked a 
birthday, or 


get started. At first, some people will need a 
little encouragement to participate. To get 
active and willing participants to play the 
game, you must show enthusiasm, energy 
and spirit about the game you're trying to 
start. In nightclub situations, depending on 
the type of game, I’ll have the waiters/wait¬ 
resses or bartenders form teams within their 
sections. They are the team captains who 
encourage 
and 

support from 
the rest of their 
section. The 
idea is to get 
as many 
people in¬ 
volved as pos¬ 
sible. The 
more positive 
energy you 
create, the 
more likely you 
will succeed. 

With this in 
mind, I’d like to 
list a few of the 
more popular 
games, as well 
as, some of my 
personal fa¬ 
vorites. 

1. ) Musical 
Chairs: Here 

the object is to determine a winner by elimi¬ 
nating all the other contestants one by one. 
Begin by setting a double row of chairs, back 
to back, on the dance floor. There should be 
one less chair then the number of partici¬ 
pants. Explain to the participants that when 
you start the music, they should begin walk¬ 
ing around the row of chairs. When you stop 
the music, they should take a seat in the first 
chair they can get to. Start the music and let 
it play for 30 or 40 seconds. When the music 
stops, who ever is left standing is out of the 
game. Continue this procedure varying the 
length of time if you leave the music playing 
After each round, remove one chair until 
there is one chair and two participants left. 
The first participant in the last chair wins the 
game. 

2. ) Red Light - Green Light: The participants 
gather at one end of the dance floor while the 
object person (or you) stands at the other 
end. The object person turns his back to the 


crowd and yells, “Green light." At this com¬ 
mand, the crowd moves forward as quickly as 
possible. At intermittent intervals, the object 
person yells, ‘Red light.’ At this command, 
the crowd is to immediately stop. If the object 
person sees someone moving (running a red 
light), they must return to the starting point 
and try again. The first participant to reach the 
object player without running a red light is the 

winner. 


barmitzvah, 
"Sweet 16 "? 


Sometimes you need a little 
more than music to get the 
crowd going . John Roberts of 
John Roberts' DJ training 
Center shares some of his 
favorite, traditional games for 
these events . Looking for 
something a bit more "adult 
oriented"? John has literally 
hundreds of games and 
activities for all types of 
parties. Read about them in 
future issues of Mobile Beat! 


3.) Simon Says: 
The object per¬ 
son gives orders 
(such as “put your 
hands on your 
head*) to the 
crowd, 
proceeded with 
the words, 
“Simon says.’ If 
an order is given 
without the 
words, “Simon 
says," all partici¬ 
pants who comply 
are out of the 
game. As the 
number of partici¬ 
pants dwindle, the 
object person will 
notice that the re¬ 
maining few will 
get harder to 
shake. As the or¬ 
ders get faster, they get more confusing and 
harder to follow. Use the process of elimi¬ 
nation. Note: If the participants are really 
swift and hard to shake, try these eliminating 
orders, ‘Simon says scream.’ If they stop on 
their own, you can eliminate them because 
you didn’t order them to stop. If you choose to 
wait a few seconds and just say, “Okay stop," 
those that do are out because you didn’t say, 
"Simon says stop." 

4.) Statues: This game is similar to "Red 
Light, Green Light. The DJ plays music and 
intermittently stops it. When the music stops, 
the crowd Immediately freezes in whatever 
position they are in. Those that move are out 
of the game. Use the process of elimination. 
The faster the breaks, the faster the turnovers. 
For an interesting variation, play Madonna’s 
Vogue and see who can come up with the 
most unusual or provacative poses during the 
song. 
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5. ) Hot Potato: Have the group form a circle 
and pass a potato to the music. Whoever is 
caught with the potato when the music stops 
is out of the game. 

6. J Coke and Pepsi: This game is some¬ 
what like Musical Chairs, except the people 
become the chairs. The guys are Coke and 
the girls are Pepsi or vice-versa. While the 
crowd is dancing, call out a drink. If you call 
Pepsi, the guys drop on one knee and the 
girls sit on it. You don't even have to equally 
divide the crowd because after the first round, 
whoever doesn't have a seat is out. By 
calling out 7-Up, the game turns into a 
variation of statues and everyone freezes or 
they're out. A variation to this game is to call 
Dr. Pepper and the people gather in a huddle 
in the middle and the last one in is out. 

7. ) Limbo: To pi ay this game, just get a stick 
and two volunteers to hold it. The object of 
this game is to go under the stick while 
leaning over backwards. Line the people up 
and have them go under the stick as the 
music plays. After each round, the stick is 
lowered a bit. Whoever can go under the 
stick without touching it, in its lowest position, 
is the winner. Play Chubby Checker's The 
Umbo, or Let's Umbo Some More and the 
crowd will quickly get the idea, 

8. ) Trivia: Trivia games appeal to most ages 
and can be played using a variety of topics. 
The object is to come up with questions that 
will challenge the crowd but not be so hard 
that no one will know the answer. Trivia 
contests work well at pubs and class reunions, 
especially when the crowd is made up pri¬ 
marily of ‘baby-boomers." 

John Roberts owns and operates the 
John Roberts DJ Training School in 
Waldorf Maryland. He is also, among 
other things, an active Mobile and 
Club DJ and a regular contributor to 
Mobile Beat Magazine. This article 
reprinted by permission from Spinnin’ 
2000, second edition, copyright 1991. 
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EAST 

EXPLODES 
WITH DJ 
EXPOS AND 

EVENTS HH 

■ 

As over 1,900 DJs, 
dealers, exhibitors and other Industry 
Insiders headed home from the K DJ 
WEST” Expo In Hollywood, California 
(April 22-24}, talk turned to the following 
Eastern seaboard DJ shows and events 
planned for the months ahead. 

DDK CONVENTION OPEN TO ALL 

Over 300 DJs are expected to attend the 
12th annual meeting of the Dixie Dance 
Kings June 23 through 25 at the Colony 
Square Hotel in Atlanta, Georgia. Accord¬ 
ing to DDK President, Dan Miller, ‘Only a 
very small segment of this convention is for 
DDK members exclusively. The vast 
majority of the discussions and meetings, 
along with all demonstrations and displays 
are open to alt DJs. We expect many 
important and influential people from the 
dance music industry along with represen¬ 
tatives from most major record labels as 
well as club owners and managers." 
Highlights include a discussion on Hot Mix 
Radio moderated by Dave Rajput of ABC 
Radio and a display of the newest lighting 
effects from Europe. 

NEXT STOP: PHILADELPHIA 

‘The 1991 East Coast DJ Forum* is 
scheduled to run Friday, September 27 
through Sunday, September 29 and will be 
held at the Valley Forge Convention and 
Exhibit Center in King of Prussia, Pennsyl¬ 
vania. According to Bruce Keslar, 
president of the Philadelphia based show 
presenter, Ultimate Entertainment, the 
wide variety of attendees will include 
Mobile and Club Disc Jockeys, Night Club 
and Bar owners, sound reinforcement and 
music stores and dealers, record, tape and 
compact disc stores and dealers, distribu¬ 
tors, manufacturers representatives and 
other associated with the DJ and entertain¬ 
ment business. Exhibitor categories will 
include lighting and sound, accessories, 
services and several ‘cross-over" con¬ 
sumer products relative to the DJ business. 
Forum exhibitors will cover hardware, 
software and assorted services, with all 
major manufacturers vital to the industry 
represented. Keslar projects attendance at 
5,000 including Disc Jockeys from all along 
the eastern seaboard as well as major 
cities across the U.S. 

Along with exhibits, demonstrations and 


displays, a legion of interesting 
and exciting seminars 
and discussions will be 
offered. 

The main area at the 
convention center covers 
55,000 square feet with 
seminar and discussion 
rooms isolated from the noise of the 
main floor. 

DJs and Representatives from two of 
Philadelphia's most popular radio stations: 
Q102 and Power 99, will be conducting 
promotional give-a-ways and participating in 
several of the seminars. To encourage 
advance registration, the total cost of the 
show, including all seminars and work¬ 
shops, is just $25.00. On site registration 
will be $40. For more information, contact 
Ultimate Entertainment at 1-800-899-6727. 
In P.A. Dial 1-215-675-6727. 

1QTH CANADIAN EXPO PROMISES TO 
BE BEST EVER! 

Next January may be over six months away 
but the organizers of the DJ EXPO '92 are 
already hard at work putting together their 
Tenth Anniversary Show. EXPO '92 will be 
held Saturday January 25th and Sunday 
January 26th at the fabulous Sheraton 
Parkway Toronto North Hotel and Conven¬ 
tion Centre. Over fifty exhibitors from 
Canada and the U.S. will participate. 

Expo '92 will be unique in that 
along with being a trade show for manufac¬ 
turers and distributors of sound and lighting 
products, it is also the bi-annual convention 
for the CDJA, the largest trade association 
of Disc Jockeys in North America. The 
show started as annual event in the late 
1970's by long time CDJA member and DJ 
Don Baker. Baker now heads Three Amigo 
Productions which produces the shows for 
the CDJA. 

The center piece of the show will 
be a complete dance club constructed in the 
exhibit hall. Along with the exhibits will be 
an interesting program of seminars, 
workshops and equipment demos. The 
ticket price of $25 (Canadian) includes all 
exhibits and seminars during the two day 
event. Accommodation and ticket packages 
can be purchased for as little as $165 
(Canadian) for the weekend (one night). 

For DJs from the U.S., this is an extra 
bargain considering the favorable exchange 
on the U.S. dollar. Most importantly, it’s a 
chance to pick up on new ideas from 
Canadian DJs who are heavily in touch with 
what's happening on the European DJ 
scene. For DJs who want to experience the 
cutting edge in DJ equipment and technol¬ 
ogy, this show is a must! 
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KEEPING 
YOUR 
BOOKINGS 
* IN A* 
ECONOMY 

By Dennis Hampson 

When times are tough and you have to 
race your creditors to the bank each 
month, it puts you under a lot of 
pressure as a business owner to find 
new ways to get more business. 

Assuming your management strategies are 
in line, a higher volume of business will 
mean more profit and, therefore, help get 
you out of the “pressure cooker*. Many 
disc jockey services “struggle" month to 
month to meet booking quotas and never 
do better than break-even with profit and 
expenses. It's obvious that when you have 
to try and close a large number of bookings 
each week just to pay the bills, that you are 
going to be under a lot of pressure just to 
meet the week's booking quota. This is 
exhausting work week after week. You will 
burn out after only a few months of this 
pace and still be no further ahead. One 
sales and marketing strategy that can get 
you out of this rut by helping you make a 
substantial increase in bookings is what I 
call "Reference Networking". 

Here's how “Reference Networking" works: 

1.) Develop agreements with florists, 
caterers, tuxedo rentals, limousine services, 
and other related but non-competitive 
services that are promoting to the same 
market you are. Simply exchange 
references with these other businesses. 

For example, put your card in die flower 
shop with a discount or special price for any 
customer who is referred by the florist. You 
will, of course, do the same for the florist. If 
you have an office or commercial location, 
you can put each merchant’s information in 
your office for your customers to take as 


welt. If they are looking for a florist, you will 
recommend to your customer the particular 
florist that is in your “Reference Network*. 

2. ) Develop agreements with banquet hall 
owners, caterers and hotels to provide disc 
jockeys for them on an “in-house* basis. 
Offer a wholesale price to the caterer or 
hotel that includes your DJs in their 
“package* to the customer. 

3. ) If the hotel or caterer just wants to refer 
potential business to you, give them an 
incentive. Offer this hotel or caterer one 
free booking to use as they please for 

"Many disc jockey services 
struggle month to month to 
meet booking quotas and 
never do better than break¬ 
even with profit and 
expenses . It’s obvious that 
when you have to try and 
close a large number of 
bookings each week just to 
pay the bills , that you are 
going to be under a lot of 
pressure just to meet the 
week’s booking quota ." 

every ten you receive on reference from 
them. Perhaps they need a DJ for an 
annual Christmas booking. You will find 
many wilting merchants with arrangements 
to exchange services. 

These are just a few of the ways 
Reference Networking can work for you. 
Try it on a small scale to start with. If you 
have several hundred merchants referring 
clients to you or even booking your 
services as part of their packages, your 
weekly “quota* of bookings gets much 
easier to achieve. You won’t be nearly as 
tired or frustrated and your volume of 
bookings and profit will be greater. Your 
banker and creditors will be happier, and 
provided your disc jockeys are successful, 
you will be one of the best known and 
popular sales merchants around. You’ll 
love it when a plan comes together. ^ 



Dennis F. H amp so n, former owner 
of one of Canada's most successful 
DJ services, is now an independent 
consultant specializing in solving the 
problems of multi system DJ services . 
He is also the co-author o/Spinnin' 
2000, The Ultimate Guide To Pun 
and Profit as a Mobile Disc Jockey, 
and former director of the Canadian 
DJ Association _ 

Building Repeat 
and Referral 
Business 

from Andy Ebon, 

Designer Music, San Francisco, CA 

1. Use "Rolodex* Business Cards 

2. Send 'Thank You* cards to everyone 
who sends you a referral. 

3. Send evaluation after each job. 

4. Quarterly Newsletter to regular clients. 

5. Network through Chamber of 
Commerce, Convention and Visitors 
Bureau, etc. 

6. Reward DJs for referrals 

7. Keep in touch with clients by sending 
cards at Christmas and other holidays. 

8. Get your name in print via community 
service. Send reprints with your literature 
pack. 

9. Giveaway advertising specialities like 
pens, key fobs. 

10. Solicit pending clients for possible 
referrals, h 


Have a particular problem or questions 
on managing a Mobile DJ service? 
Write Managing, c/o Mobile Beat, 

LA Communications, 

P.O. Box 43, East Rochester, 

NY, 14445. 
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Advertise in Mobile Beat's Showcase! 
Mobile Beat’s great rates for dealers and 
DJs just: $24.75 per column inch (Column 
size = 2 1/4" x 1" = or approximately 25 
words including address and phone #) 
Black Ink (add $10 for spot color). 
Payment must accompany copy and order 
unless other arrangments are made. 
Deadline for the August/September issue 
is June 28, 1991. For more information, 
call Michael Buonaccorso at 
(716) 686-0316. 



NOUVEAU LIGHTING 


THE NEW NAME IN DJ & NIGHTCLUB SOUND AND LIGHTING 

CALL FOR OUR FREE CATALOG 

7 -800-643-9797 


♦ Fog Machines 

♦ Bubble Machines 

♦ Rainlites 

♦ Rope Lighting 


♦ DJ Consoles 

♦ Amps 

♦ Neon 

♦ Replacement Bulbs 


♦ Design ♦ Sales ♦ Installations ♦ Service ♦ Export ♦ 

;:; .;>.: x : .>V..V::: g: l: A: 




Party People Presents: 

Discount Special Effects & 
Computer Software For DJ’s 


Don’t get frustrated looking 
for the lowest lighting prices 
Call Party People for a 
FREE discount price list. 

N1&53-O howPro-K n Sght-Gemi n MsJS I - SummtL-O ryan-O* ram- Anyt ron ict -Stanton 



The "DJ" 

Computer 
Software 


with 


programs 
iq DU Computer 


Many DJs are using 
Inadequate databases. The 
Software is equipped with 4 built in databases 
which can handle up to 4 million entries and 
print them out several ways. The client 
rolodex can search by name, address and 
phone#. It also keeps a detailed history ol all 
customers using a pop-up comment screen, 
and prints labels instantly. The pop-up 
calendar allows you to book parties on screen, 
even years in advancel You can enter up to 
99 pages of Information for each day on the 
calendar. Credit card & COD orders OK. 


System 
iquiremenle: 

IBM or compatible 
inter w/ hard 

compat 





IRR 


:y:p 
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■•VtV.V "AVv.".' 


( 201 ) 288-7346 

Distrfouted Exclusively By: Party People 
201 Williams Ave - Hasbrouck Heights, NJ 07604 


Free Discount 
lighting catalog sent 
with each order. 



i ■ ■ J » 

A 
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MIXERS 

SPEAKERS 
TURNTABLES 

AMPLIFIERS 
PROCESSING 
C.D. PLAYERS 

alighting 

ACCESSORIES 


A 

■ rJH* p 

nit;:'.tv. 

■ 

A 

■4 

xmh 


jlik 


ii rt 1 ## ■ #■ v r ifrtl p 



Call for 1 


FREE 


Catalog 


716 * 832-7957 
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Hi-TECH PRO PRODUCTS 

Guaranteed Lowest Price 


AB Amps 

Bose® 

Gemini 

Rane 

Ness 


Lightcraft 
Samson 
Calzone 
American DJ 
Atus 


• Crown 

• Numark 

• Oryan 

• Nady 

• E.V. 


MatFfrrCwd! 

^ V j 


FOR fl FREE CATALOG 
1 - 800 - 659-4487 

Worldwide Mail Order Service 


CATALOG 

Ext. 8008 


PRODUCT INFO 

Ext. 8012 


ORDERING 

Ext. 8010 


FAX 

Ext. 8013 


MONTHLY SPECIAL HOTLINE Ext. 7000 



KARAOKE SING-A-LONG • 

TRACKS. Great for Mobile or • 
Club DJs. Stand out above the * 
others. On Cassette and CD I Call • 
today for catalogue (619) 562-2636 • 


WIN! 

A Numark CD6020 
See Page 36 


DISC JOCKEY 
INSURANCE PROGRAM 
NATIONWIDE 

Disc Jockey General Liability 
Insurance of $1,000,000 limit with 
equipment coverage of $5X00 for 
$517 annual preminum. Other limits 
available for all states. 

Call 600-486-0030. 

Ask for Jim Kingston or Ray Walsh to 
place your order. 


GREAT PRODUCTS 
GREAT PRICES 

Call us for all your equipment needs! 
Amps, Speakers, Mixers, Foggers, 
Fog, PAR Cans, Lamps, Effect 
Lights, Cables, Mies, Wireless 
Systems, Strobes & MORE! 

... SLV — 

ENTERTAINMENT SYSTEMS, INC. 

PHONE (800) 833-3SLV 
FAX (612) 493-2460 

FREE CIRCULAR - CALL NOW! 


FOR SALE: 

COMPLETE OLDIES BUT GOODIES 
MUSIC LIBRARY ON COMPACT DISCS. 
ALL HITS BY THE ORIGINAL ARTISTS - 
ORIGINAL VERSIONS. NEVER PLAYED. 
LIBRARY #1- 

(1 ONLY) 1950's -60's. 50 CD SET WITH 
1200+ SONGS. WAS $3,000 - NOW $1,750. 
LIBRARY #2- (2) 1970's. 30 CD SET WITH 
545 SONGS. WAS $2,000 - NOW $1.500 
ONE SET OF EACH FOR $2,800 - 
FOR COMPLETE LISTING OF EITHER 
LIBRARY SEND $3 TO: CD-LIBRARY, 
6434 ROLLING WAY, CARMICHAEL, 
CALIFORNIA, 9560* 
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Applied Audio 


Audio • Video • Lighting 

Design - Installation - Service 

for the 

Entertainment Industry 

2 Townline Circle - Rochester, NY, 14623 

716 - 272 - 9280 

(FAX) 716 - 272- 1166 
























































































































































DJ Center of New England 


. DISCOUNT PRICING! 

L) OSC Power Amps □ A0 Amplifier 
L1 DO D Electronics □ Gmndorf 

□ Ashly Electronics t J JBL Speakers 

□ Gemini □ Evm 

fl RANE □ Pyle 

I 1 Alus U Gauss 

L I DBK □ DiQitecfo 

LJBBE OARIS 

[ ] Cerwin Vega i Stanton 

II Samson □ Ultimate Support 

l ] Numark D Cabinet Hardware 

n Stiure P Gulls & Cloth 

. Nady ! Cables 

□ Sonic 

□ little Lite 


This software is the most advanced MOBILE DJ program available 
Too many features to list here. Introductory offer just $95.00. 'TRY 
BEFORE YOU BUY!' Order our full function DEMO for only $ 10, 
refundable with full purchase. Specify 3 1 /2‘ or 5 1 /4" disks (IBM 
compatibles only). You can't afford to be In business without this 
organizing tool. 

Jo Jo Pineau Entertainment - 5812 Bellamah, NE. Dept 3 
Albuquerque, NM 87110 505-255-5555 


Album & 45 cases 

AND MUCH MORE... 

On Premises Professional-Experienced Speaker 
Repairing-Free Speaker Testing ai All Times 

NEW ENGLAND SPEAKER, INC. 

219 Main Si. Sloneham, MA 02180 
(6171 438-1786 


Discount Printing 


Just call and put your name on our mailing list to receive the most progressive information 
available to DJ's anywhere. The Shake Shack™ is under construction, BE PREPARED!!! 
You will receive your FREE membership to Shake Shack™ and information on how you 
can benefit from it in our first mailing. Shake Shack™, a clubhouse for the musically 
minded 


Universal Direct Graphics 


1000 Business Cards .$24,OC 

500 Envelopes .$38.5C 

CALL OR WRITE FOR COMPLETE PRICE LIST 
ITQO-IO East MU. 61 ., Suit* 160 
Harrisonbuig, VA 22601 
(703) 433-0360 


Add yourself to our mailing list, why wait? 

1 ( 800 ) 726-0443 


Logo & Brochure Designs 


Shake Shack™ 




DJ DISTRIBUTORS 

P.O, Box 45 

Williomstown , NJ 08094 
1-800-835-5506 
1-609-875-1811 


Featuring: Stanton, Gemini, 

* Cerwin-Vega, American DJ, 
TEI, Ampco, Sonic, Furman, 
Biamp, Grundorf, Rapco, Optec, 
Mitek, Ness, Technics, Numark, 
BGW, Spectrum, Ashly, Nady, 
O'Ryan & Summa Star Lasers, 
Shure, Soundcraftsmen. 

WE SHIP ANYWHERE! 
(UPS and US Mail) 

Prices do not include freight 

Bubble Machines, Fog Machines 
Slip-Mats, Books, Videos, 
g "Littlites" and MUCH MORE! 

Call for FREE Catalog 


MAKE US YOUR LAST CALL 
WE LL BEAT THE PRICE 


MASTERS 


DJ SUPPLIES • MOBILE LIGHTING 
NIGHTCLUB LIGHTING 


Nationwide 

Disc-Jockey 


NUMARK - GEMINI - STANTON 
SAMSON - LIGHTCRAFT - MARTIN 
AMERICAN DJ - NESS 
0’RYAN - KNIGHT 


CALL TO GET 
ON OUR MAILING LIST! 




Computerize Your Bookings! 




YOU SOMEIHIN( 
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"Dhe ‘Duet of Duals" 

A Mobile Beat Challenge 





(L-R) Pete 

i Vi ,■* * " i V* i . ' ‘ » '•’, 

Favasuli , 
Joetta Keber, 



. . • * * • * 
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and Dave Olson 
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It’s hard to believe, but it’s been 
over a decade since the first 
Compact Disc players reached the 
shores of North America. For the 
home audiophile, CDs have be* 
come the difference between night 
and day in sound quality and 
convenience over vinyl. For many 
Mobile (and Club) DJs, however, 
CDs remain at the center of a 
continuing controversy. 

In the early days of the 
digital age, the majority of Mobile 
DJ service operators adamantly 


refused to even consider CD as a 
total replacement for vinyl. First 
generation CD players were costly 
and programming was so frustrat¬ 
ing ly scarce that making the switch 
just wasn’t worth the hassle. In the 
past ten years, however, prices 
have substantially decreased and 
virtually everything ever pressed 
on vinyl is now available on CD. 

DJs who have not yet converted to 
CD are now faced with escalating 
turntable prices and a scarcity of 
vinyl programming. 

During the last two years 
the cult of DJs operating strictly CD 
(or with minor tape back-up) has 
grown enormously. Much of this 
growth due to innovations put on 
the market by Technics and 
Numark. Technics' contribution, as 
you may recall, was the Model 1200 
CD player. This was one of the 
first, if not positively the first CD 
player for “professional applica¬ 
tions”, meaning primarily radio and 
TV broadcasting. Judging by 
discussions I had with the market¬ 
ing people at Technics at the time, 
it would not come as a big surprise 
to learn that they had never actually 
fingered DJs as a significant 
segment of the 1200’s market. No 
wonder. It’s price, which is approxi¬ 
mately the same as it’s model 
number, greatly limited it’s appeal 
to the Mobile DJ market at large. 
Although unique and packed with 
most of the features a DJ would 
ever need, the majority of Mobile 
DJs reacted by picking up lower 
priced consumer players and 
holding out for the next big innova¬ 
tion. 

Just over one year ago, 
their wait ended as Numark PPD 
introduced the CD 6020. At the top 
of the list, the CD 6020 featured two 
CD drives stuffed in a single box. 
This “dual drive transport" is 
controlled by a remote command 
unit attached by a pair of umbilical 
cords. Among the players other 
most notorious bells and whistles is 
a feature called “Beat Sync". 
According to the owner’s manual, 
when in “Beat Sync” mode “the 
CD6020 monitors the beat count of 
the disc in the opposite transport 
and attempts to synchronize the 
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speed of both transports". This 
feature is supposed to allow a DJ to 
execute tight beat mixes automati¬ 
cally providing they follow the rules 
in the owner’s manual, but more on 
that later. Such innovations, at 
least on paper, caused DJs with an 
eye on the CD trend to give them¬ 
selves a good slap upside the head 
just in case it was all a dream. 
Finally! A CD player designed with 
the mind of the DJ in mind. Al¬ 
though a bit pricey on the surface 
(MSRP $1,995), take into account 
that it is actually two players in a 
single unit and it turns out to be a 
bargain when compared to the 
Technics 1200 and 1300. (approxi¬ 
mately $1200 and $1300 respec¬ 
tively). In an effort to make the 
“Dual Drawer CD Player" more 
affordable for the average Mobile 
DJ, Numark brought out the CD 
5020 in late 1990. Although not as 
thrill-packed as it’s older brother (no 
“Beat Sync”), the 5020 is a fine 
player for most DJ applications. 

Now, it appears the Numark 
‘dual drawer” concept has officially 
caught on and if imitation is the 
sincerest form of flattery, Numark 
must be flattered to the max. First 
at bat is Denon America ready to 
take a whack at the Dual Drawer 
CD market with the DN-4000F, 
(Mobile Beat April/May '91). 
Pricewise, the DN-4G00F carries the 
same $1,995 retail price as the 
CD6020. The name Denon may be 
new to some DJs. Others may 
recall the infamous Denon DP-30L 
II turntables of the mid 1980’s. 
Although not as popular or plentiful 
as the Technics 1200, the DP-30L II 
was, and still is, a reliable vinyl 
spinner. As far as CD players are 
concerned, Denon was among the 
very first to sell them in the US. 
Atthough you may not find a Denon 
unit at your local audio discounter, 
you will find many broadcast 
stations using Denon CD players 
day in and day out. 

Why should all this be 
important to the average Mobile 
DJ? Simple, like it or not, vinyl 
records now account for less than 
five percent of sales nationally and, 
mark my words, the day is at hand 
when they will (yes, even the 12” 


mixes) disappear all together. CDs, 
on the other hand, are here to stay, 
at least until a more favorable form 
of music storage is perfected. 

What's been slowing the change is 
the fact that many DJs, particularly 
those who grew up using records or 
are into "hot mixing", prefer to work 
with records and intend to hold out 
until a true “CD Player that works 
like a turntable” hits the streets. As 
a result, engineers at companies 
like Numark and Denon must spend 
much of their time pondering what 
the average Mobile DJ service 
operator really wants in a CDPlayer. 
Are they closing in? It depends who 
you ask. 


On Monday, April 15th, 
1991, Mobile Beat invited six 
mobile, club and mobile/club DJs to 
compare the latest in CD technol¬ 
ogy, The Denon DN-4000F with the 
accepted standard, Numark’s 
CD6020. The Marriott Hotel in 
Greece, New York, had graciously 
consented to allow us the use of the 
DJ booth at Images, a popular on¬ 
premise dance club, to give our 
challenge a sense of reality. Be¬ 
cause it was a Monday, the club 
was closed. House DJ, Pete 
Wilson, had the keys and was most 
cooperative in helping stage the 
challenge. 

To put the Numark and 
Denon players through the paces, 
we invited a cross section of DJs 
with varying degrees of interest and 


experience in using CDs on the 
road. Joining Pete (who is primarily 
a club DJ familiar with the CD6020) 
were Dave Fite, owner of Laser 
Sound (who presently uses a 
Numark 5020), Dave Olson and 
Joetta Keber from Go Sound (who 
use a mix of players including 
Technics 1200s), Mike Paz (a 
Technics 1300 fan) owner of Mike 
Paz CD/DJ Systems and Frank 
Favasuli of Roundabout Sound, 
(who uses CDs but chooses to 
remain primarily vinyl based). 
Although our original purpose for 
organizing this challenge was 
based on the perception that there 
were numerous similarities in the 

machines, it 
turned out that 
these two 
machines are 
as varied as the 
DJs testing 
them. 

The first 
difference to be 
noted while 
setting the 
machines up 
for the test was 
that Numark did 
not supply RCA 
hook-up cables 
with the unit 
which prompted 
a quick drive to 
Radio Shack. 
The Denon, on 
the other hand, came complete with 
all cables. The consensus was, 
although this was a small plus for 
Denon, every DJ should be carry¬ 
ing extra cables anyway. The 
Numark is best suited for rack 
mounting as both the transport and 
remote control units are mounted to 
sturdy rack plates. It was also 
noted that the dual multi-pin cables 
that connect the units are rugged 
but cumbersome for on-location 
table top set-up and would be 
unsightly. For the DJ who chooses 
to set-up on a table top, screw-in 
feet are supplied, but this unit 
should really be used only in a 
rack. One “glitch" we noted while 
attempting to mount the Numark 

Cont'd on page 25 



The control pad for Denon s DN-4000F connects to the 
main unit by a single cord long enough to reach almost 
anywhere on the table. The single, large "Multi - Shuttle 
Dial" controls track selection, search, scan, beat shift, pitch 
and "scratch" effect. Lighted displays monitor each drive. 
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COME TO THE PROFESSIONALS 

FOR D.J. GEAR. NIGHT CLUB EQUIPMENT & LIGHTING SYSTEMS. 

(DON’T BE FOOLED BY THE IMPOSTERS) • COME IN AND SEE OUR COMPLETE SHOWROOM 


/■** 


GEMINI & NUMARK 
DJ HEADPHONES 

w / mic 


SQQ99 

09&up 



HELICOPTERS 



4 Head... 
6 I lead. . . 
8 Head. .. 



*149“ 

$ 179 w 

*224” 

MEDIUM SIZED 8 

BEACONS 


$ 24 " 

PIN SPOTS 

CTDAD1M& FKOM 

91 ftUDL3 $4l>99 


HEAD OSCILLATORS 

*49“ 




COFFINS 

99 


w~ 


* PAR 64 
CAN 

ONLY® 39 " 


- - 



3 59" 


At UP 




PEAVEY MIKES.. .*79" & 


up 


STARLIGHT 


4 IHFF 


$49999 


MARTIN 


8 


99 


SSS 1 " & up 

u /REMOTE 


STANTON NEEDLES ON SALE NOW 

500s. 680’s & 860‘s 


Sound* 'iltMintTi UP TO 

. . 30% 

OFF 


Audiftltfi 

Orrunt 


TRUSSES 

6 FT_, .*»9 M 

12 FT_ .*199“ 

Amp 

Rarks. . * . *149 A up 


STROBES 8 149" 

MIRROR BALLS 

8.12.16 ALL SIZES 
$0/199 and up 

ALL IN STOCK 


ROPE LIGHTS 


SINGLE 


HEAD 

DANCE 

TO 

SOUND 

SPOT 

$14999 


TECHNICS 

1200 

MKII 

TURNTABLE 



16 FT 

$29" 



F AN I. I C. It T S 

s 549 " 

& UP 


CONTROLLERS 

$24" a up 

BUBBLE 
MACHINE 

s 199 & up 



4 HEAD 

DANCE 
TO SOUND 

*259" 


. __ . LIGHT 

6 CHANNEL CONTROLLER 


4CHANNEL 

LIGITT CHASER 
only 

s 99" 


199 



COME IN TO SEE THE LATEST IN LAMPO & MARTIN 
LIGHTING IN OUR NEWLY DESIGNED SHOWROOM 
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NUMARK & GEMINI 


1650 MIXER 



SALE!! 


1775 MIXER 


CD 6020 

DIM. 1 1)11. AVER 
INI I.UUKSHh AT MAH HINT) 


1975 MIXER 

SAMH.INC. t'ARYIMI i n 


* » 


- 




1912 MIXER 
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COME IN FOR THE 
BEST PRICE & A DEMO TODAY!! 


ALL PEAVEY & ELITE 
SPEAKER SYSTEMS ON SALE!! 



#■ 

J 



COME IN FOR 


ALU l EMS IN STOCK 
ORDER BY PHONE VISA MC 
F LN ANtDiG AVAILABLE 
RENTALS AVAILABLE 


LOWEST PRICES ON DJ AND PRO LIGHTING EQUIPMENT. 

Tiun A. CTAUT ,AT OCEM "- 


SOUND & SIGHT 


UIKN MONDAY-SATlfRIJAV I l.un-7pm 


(41 5) 586-0181 DON’T CALL; COME IN FOR BEST PRICES!! 

NOMINATED AS THE NATION’S MOST EFFECTIVE & INNOVATIVE LIGHTING DEALER FOR 1991 


£/ 
























































CD Challenge 

cont'd from page 23 

was that the two units will not fit top 
to bottom in some racks due to the 
positioning of the holes in the units 
rack plates. This necessitates 
using a slightly larger case and 
leaving a small space between the 
units, or modifying the rack, 

Denon includes the brack¬ 
ets for rack mounting but issues the 
feet as standard equipment. The 
Denon’s remote control is not rack 
mountable which our panel found 
to be an incumberance ("Where 
does this go?”). The DN4000F is a 
breeze for table top set-up with just 
a single multi-wire cable running 
from the transport to the remote 
control. The cable is long enough 
to allow the remote to be at the 
other end of a standard banquet 
table from the transport. As the 


transport s single contact with it’s 
"brain", a minor concern was the 
cable’s “roadability". The tempta¬ 
tion for some DJs will be to wrap 
the cable around the remote control 
when packing it away. This is not 
advisable as it is sure to shorten 
the life of the cable. Furthermore, 
our panel advises carrying a back¬ 
up for this cable. 

Once set-up, our six 
testers evaluated the basic design 
and construction of each player 


and both again came up with a 
balance of good and bad points. 

The Numark received high-grades 
for it’s logical design. All switches 
are placed “front-panel" and the 
oversized "start-stop" buttons are a 
DJ’s delight in dim-lit conditions. In 
the area of “general quality of 
construction", the CD6020 was 
slightly below the Denon . Panel 
members pointed out that virtually 
every control button on our test 
model was misaligned to some 
degree. This was, however, purely 
cosmetic and did not effect the 
machine's performance. 

Although impressive in the 
areas of construction and workman¬ 
ship, two of our tester's scratched 
their heads over why Denon located 
the main power switch in the back 
of the unit. No problem on a table 
top, but an inconvenience when 

racked. 

Following the basic 
set-up evaluation, both 
machines were powered 
up and given the trump" 
test to see which would 
be most susceptible to 
skipping on a crowded 
dance f loor. We pur¬ 
posely set our test 
players on top of two 
existing Technics 1200 
Turntables to simulate a 
worst case scenario. 

The Numark, 
survived every type of 
shake, jiggle and bump 
we could toss at it. The 
one curiosity was it's 
sensitivity to a slight 
knock (such as would 
result from a dropped CD 
case) on top of the 
transport. This reinforced the fact 
that this unit is designed for rack 
mount use only. The Denon also 
came through our “bump" test with 
flying colors, and because this unit 
is suitable for table-top set-up, it 
didn't even flinch when we knocked 
on top of the transport. 

On to performance where 
each player demonstrated huge 
differences in capabilities dictated 
by design differences. On the 
Numark, each transport has it's own 



Joetta Keber and Mike Paz examine the 
Denon’s control pad. Although a masterpiece of 
engineering, our test panel felt that duplicate 
controls for each transport, separate "pitch' 
controls and "rack~mountability" would be 
welcome improvements over the present design. 


set of controls for track selection, 
disc search, pitch variance (+/- 8%) 
and start/stop. Additional controls 
are provided to program selections 
into memory or repeat a particular 
selection. Two “eject-load" buttons, 
which open and close the transport 
drawers, are provided along with 
duplicate buttons on the transport 
unit itself as a convenience. A 
multi-function display provides a 
digital readout of track number, 
remaining playing time and the 
status (ie: repeat, memory, play) 
Finally, singular controls labeled 
“Beat Sync" and “Integrate" are 
centered between the left and right 
controls. Located on the front of 
the transport cabinet are two “CD 
Level Compensator” knobs, which 
allow the user to adjust the volume 
of each transport individually. 

Operationally, the Numark 
was determined to be the better 
machine especially for DJs who 
were just switching to CD. All 
controls are straight forward with 
the transport reacting quickly to all 
commands. The duplicate controls 
made it easy to know which trans¬ 
port was live. If there was one 
drawback to the Numark's overall 
design it was the "Beat Sync" 
feature. Our understanding was 
that this feature gave the 6020 the 
ability to "Beat Mix" any two selec¬ 
tions that met the criteria as out¬ 
lined in the owner's manual (“mix 
only selections in four-quarter time 
and have BPM counts within 8%“). 
In reality, what our panel found was 
that the “Beat Sync” feature was 
very demanding as to what you ask 
it to mix. “Beat Sync" is designed 
match the beat of the CD playing in 
one transport with the CD in the 
other. Because this is done by a 
microcomputer, it completes the 
task almost instantaneously. When 
there’s about thirty seconds 
playtime left, it will slam switch from 
one transport to the other. The rub 
is that if the DJ has not pre-tested 
the mix, they will most likely end up 
with something less desirable than 
anticipated. It’s an interesting 
feature but our panel questioned it's 
usefulness. 

Cont'd on page 28 
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FEEDBACK, Cont’d from page 6 

On the lighter side, we'd like to thank 
JEFF HOLZMAN of Alan Jeffries Disc 
Jockeys in Haledon, NJ, for his "TEN 
MOST ANNOYING COMMENTS/ 

1) From a teenager: “When are you going 
to play something GOOD?" 

2) From the guests' ’spokesperson": 
'NOBODY wants to hear this music!" 

3) From a non-dancer, during dinner: 

Van you play something we can DANCE 
toT 

4) From anyone, after 1989: “You’re still 
using RECORDS?!" 

5) From die audiophile: “I don’t want to be 
a pain, but your high end is up a hair too 
much." 

6) From a grandparent, during cocktail 
hour: “Is it going to be this loud all nightT 

7) From Unde Louis: Van you play ‘Only 
You ' again?...! was in the bathroom the first 
time." 

8) From Aunt Doris: “You have to play the 
Alley Cat NEXT...we have to leave in five 
minutes!" 

9} From, well, you know who: “PLA Y 
SOME DEAD, MAN!!!" 

And finally, at die end of the evening: 

10) “Oh, you need to be paid 
TONIGHT???" 

Once again, thanks for your many 
responses to our magazine. Like any 
magazine, we rely greatly on advertising 
revenue as well as subscriptions to pay the 
bills. When you patronize our advertisers, 
let them know you saw their ad in Mobile 
Beat. Keep plugging for us and well keep 
plugging for you. Have a successful 
summer season! 

Feedback compiled 
by 


TAX 

TIME 


Tax Law 
Changes You 
Should Know 
About 

By Tim Thornes, 

Owner of AJT Accounting Services 
(716) 544-1300 

Estimated tax - Who has to pay 

Estimated tax is the method used to pay 
tax on income that is not subject to 
withholding. Such income included 
income from self-employment, unem¬ 
ployment, interest, dividends, alimony, 
rent. 


Generally, you must make estimated 
tax payments for 1991 if you expect to 
owe, at least $500 in tax for 1991, and 
you expect your withholding to be less 
than 90% of the tax shown on your 
1990 return. Form 1040-ES for 
individuals will help In making the 
estimated payment amounts. 


Tax Planning 

Retirement plans like Simplified 
Employee Pension (SEP- RA) is a plan 
through which employer contributions 
are made to IRA accounts, ideally 
suited to the self-employed business 
person. The maximum contributions 
are the lesser of 15% profits or $30,000. 



941 and W-2 for 1991 will have 
separate locations for the figures. 

During 1991, the wage bases are 
$53.40 for social security and $125,000 
for medicare coverage. The tax rate is 
6.2% for employers and employees for 
social security. For medicare, the rate 
is 1.45% for both employers and 
employees. 

Self-employed individuals who buy their 
own health insurance get an important 
tax break. If they are not eligible for 
health insurance coverage under an 
employer-sponsored plan, they may 
deduct up to 25% of the amount they 
pay for medical insurance covering 
themselves, their spouses and depen¬ 
dents. The other 75% can be taken as 
a itemized deduction on schedule A. S 
corporation shareholders who owned 
more than 2% of the stock can also 
take the deduction If they meet the 
requirements. 

The IRS is actively reviewing S 
corporations where no salaries or 
minimal salaries are being taken by 
shareholders/employees of the 
corporation. If the shareholder is active 
in the business, the IRS position is that 
a reasonable amount of compensation 
should be paid to that individual and 
the payroll taxes and income taxes 
should be withheld. 

n 

Questions for 1040's & More should be 
addressed to: 

Tim Thornes, c/o Mobile Beat, P.O. Box 
43, East Rochester, NY 14445. 


Separate reporting of withholding for 
Social Security and for medicare now 
required. 

Starting in 1991, the wage bases for the 
two parts of the social security tax and 
medicare are to be reported separately. 
Employers can no longer combine and 
report them as a single figure. Forms 
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LEARNING 
HOW TO 
HANDLE A 

CRISIS 

By "C" Etian 

Here's the scenario: You're all set up in a 
banquet room filled with hundreds of 
people. The last of the dessert is being 
removed from the tables. The lights dim 
signaling its time for the bride and groom's 
first dance and the beginning of the real 
party action. The bride and groom wait 
nervously to your side. You flip on your mic 
and begin your introduction of the new Mr. 
and Mrs. X! Dynamically you tum up the 
music and bring up the stage lights. Then, 
WHAM! ■ It all goes dead. Everyone in the 
hall is looking at you in total disgust. What 
do you do? 

Tracing down a problem under 
the scrutiny of a packed banquet hall is a 
lot more stressful than avoiding the 
problem in the first place. Rather 
than having to ask yourself 
“What the hell do I 
do now?', you 
should be asking 
what could I have 
done to prevent this 
from happening?’. 

Troubleshoot¬ 
ing is one of the most 
challenging situations that 
technically minded people 
enjoy. During a crisis at a 
paly, one could sweat 
bullets or be calm and 
collected depending on 
ones background and 
experiences with the 
problem at hand. The 
meat of Mobile Beat's 
TECH TALK" is to 
cover anything and 
everything that 
involves the tools of the trade. 

Don't kid yourself, KNOWLEDGE IS 
POWER, KNOWLEDGE IS EVERYTHING 


and acquiring knowledge is what this 
column and this publication are all about. 

”F irst and foremost , 
understanding how to 
properly use the 
equipment you have 
chosen for your rig plays 
a critical role in insuring 
the success of every gig 
you do. Avoid hazardous 
use of electronics and 
electrical gadgetry by 
following the directions of 
the manufacturer. Learn 
the proper application of 
the devices you will be 
using” 

First and foremost, understanding 
how to properly use the equipment you have 
chosen for your rig plays a critical role in 
insuring the success of every gig you do. 
Avoid hazardous use of electronics and 
electrical gadgetry by following the 
directions of the manufacturer. 

Leam the proper application of the 
devices you will be using. You're not 
expected to become an technical 
expert overnight but you can 
certainly get started. Begin by 
•picking the brains" of those in 
the business who's technical 
prowess you respect. Make 
it a point to examine 
equipment owner's manuals 
and product literature. If 
there’s something you don’t 
understand, ask someone 
who does. Finally, keep up to 
date on what's happening in the industry 
with trade magazines like Mobile Beat. 
Everyone learns by mistakes. The 
object is to make as few of them as 
possible. Minimize your application 
of Irial-and-error. 

Key areas we will be covering in 
upcoming segments of "TECH TALK" are: 


PRODUCT KNOWLEDGE > 
Learning about the gear you are using. 

BASIC ELECTRONICS > Getting 
a working understanding of why 

components do what they do. 

BASIC ELECTRICITY > Why you 
shouldnl plug anything in until you have 
teamed it ’s proper use and application. 

One particular area I will be 
emphasizing is the growing application of 
lighting as a complement to your DJ sound 
system. I will be covering important aspects 
such as, the safety of products (including a 
discussion of the hazards associated with 
‘copies’ of spectacular special effects), 
manufacturers who are making great 
advances in design, questions to ask your 
dealer before you buy and other topics. 
TECH TALK is your opportunity to get 
answers to your technical questions, so pick 
up your pen and write me today. Once you 
have a better understanding of the 
concepts, troubleshooting problems such as 
the one above will become quicker and 
simpler.^ 



Etian is owner of SOUNDZ AUDIO 
AND LIGHTING in Wheeling IL. His 
experience with Rock Bands and in 
operating SOUNDZ has given him 
experience as a soundman, lighting 
director and producer. He also 
manages and markets a DJ 
entertainment service and manages 
SOUNDZ rental, repair, speaker 
reconing and sales depts. As a 
member of the Mobile board of 
contributors, "C" is one of several 
experts from the field cf sound and 
lighting available to answer questions 
from Mobile Beat readers. If you 
have a question for "C". or one of our 
other experts, please write: Mobile 
Beat Tech Talk, P.O. Box 43, East 
Rochester, NY 14445. 
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PLATTERS THAT MATTER, 

Confd from page 11 

duo has taken the U2 hit and combined it 
ingeniously with one of everybody's all time 
favorite disco hits. U2 and the Boystown 
Gang and the Four Seasons may not 
appreciate this version but your dance 
crowd will. 

“HUMAN NATURE’, the latest 
dance song released by Gary Clail, is in the 
stores now and this one should help him 
break into the Top 40. His last release, 
“BEEF"; probably being too political, was 
not played to any great extent but it should 
have been. Gary just doesn’t seem to be 
able to capture the public's attention even 
though he has performed and recorded 
some great dance tunes. 

One record that will make it to 
#1 is “PEOPLE ARE STILL HAVING SEX" 
by Latour. The subject matter is very 
sensitive in this day of increased knowl¬ 
edge of AIDS and could turn some DJs and 
most radio stations off. However, the cut is 
destined to become a classic due to it’s 


numerous mixes that will 
enable just about any DJ 
to program it. From 
Techno to R&B, its 
message comes 
across. Not to 
mention a 
bottom, 
chugging 
beat that will 
delight your 
dancers. 

If you 
are brave 
enough to 
have your 
record 

reviewed in this 
column, then 
send me a copy. 

Send your product, 
inquiries or comments 
to DJ Tom, c/o Mobile 
Beat, Box 43, East Rochester, NY 
14445. Or contact me via CompuServe. 
My ID number is 74630,771. 


"DJ Tom’s Pix" 

LOOSE FIT - Happy Mondays 

PLAYING WITH KNIVES - Bizarre Inc. 
SHE’S A WOMAN - Scritti Politti 
Featuring Shabba Ranks 
DERELICTS OF DIALECT - 3rd Bass 
LOVE SO TRUE - Bomb The Bass 
MEA CULPA - Enigma . 

LADY MARMALADE - Shelia E. 

SNAP MEGAMIX - Snap 
DEVOTION - Nomad featuring 
MC Mikee Freedom 


n 


Mobiles I Note: 

If you are not playing “THE 
GREASE MEGAMIX ,' then 
you are missing out on the 
party record of the year. 


Numark's CD6020 
received high grades for 
ease of operation and 
versatile, rack-mount 
design. Separate 
transport controls are a 
big plus. On the 
downside, overall quality 
and workmanship, 
according to our testers, 
is not quite up to the 
same level as the Denon, 






CD Challenge 

cont'd from page 25 

Denon’s entry features a 
single remote control pad which 
operates both drives. The operator 
selects which transport commands 
are to be given simply by pressing 
the appropriate button. Then the 
function (track select, scan or 
search) is selected. Whereas most 
CD players expedite track selec¬ 
tion via a “push-and-hold” button, 
Denon has chosen an industrial 
size “flywheel” to do the task. 
Simply by spinning the wheel the 
player advances or retreats to 
whatever point on the CD you may 
searching for. A lighted red display 
instantly gives a visual report of the 
laser’s location on the disc. Once 
the proper point on the CD has 
been located, the DJ has at their 
disposal a variable pitch control {+/ 
-10% with),plus buttons for beat 
shift and to create a “scratch” 
effect. Although the control pad is 
a marvel of 21st century engineer¬ 
ing, it does take a considerable 
amount of practice to master. Our 
panelists applauded the Denon for 
it’s ease in locating a track and it’s 
remarkably tight cueing. On the 
downside they suggested droppi ng 
the ‘transport select” button in 


favor of separate controls for each 
drive and adding a separate “slider 
control” for pitch variance. 

All in all, both machines 
exhibited professional qualities that 
were impressive. In the final analy¬ 
sis, our test panel felt that the 
Numark was a substantial machine 
but that the less expensive 5020 
model (without Beat Sync) repre¬ 
sented a better value for DJs who 
didn’t need all the bells and whistles. 
At the price, the Denon certainly 
appears to be worth the money. The 
biggest complaint was that it lacked 
separate controls for each drive and 
that the control pad was not rack- 
mountable. At almost two grand a 
copy, both machines are creeping 
into the price range of two Technics 
1200’s, which could represent 


another consideration to the Pro 
CD buyer. The reality of the 
situation remains that there are still 
thousands of DJs playing gig after 
gig each weekend with inexpen¬ 
sive "consumer line" CD players. 
Their question has to be “Do I 
really need to upgrade to a profes¬ 
sional quality CD player?” After 
they’ve done just one job with 
either of these players, chances 
are they’ll be so overwhelmed by 
the technology and what these 
players can do that they probably 
won't even remember the question. 

H --RAL 


You're invited to write 
Mobile Beat with your 
comments or suggestions 
for future equipment tests. 
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DJ SOUND AND 
LIGHTING 
RESCUE SQUAD 

Once upon a time, four guys, bent on creating the 'ultimate lighting 
effect", took the lens off an old clock and set it on a live overhead 
projector. As they began adding drips, drabs and swirls of colored 
liquids, they became mesmerized by the stunning, multicolored mass 
of misshapen circles and fluid-like patterns that were projected onto 
the wall. One could only de¬ 
scribe the experience as 'Wow, 
far-out, man’. 

This small band of 
lighting experimenters was 
among many lighting pioneers 
exploring new and different ways 
to combine color and light with 
the psychedelic music of the late 
1960's. Once perfected, the 
"clock-lens*with-liquids-in-it" ef¬ 
fect became just another of the 
many unique effects in the light¬ 
ing arsenal of this small southern 
lighting company knownas ’Light 
Shows of Georgia". Before long, 
they became known for adding 
spectacular visual effects to the 
music of local bands as well as 
performances of such national 
touring acts as Iron Butterfly, The 
Ides of March and James Brown. 

By 1970, Light Shows of Georgia was looking for fresh 
ways to use their expertise in sound and lighting. A new division 
called "Sound-On-Site" was the result. True to it’s name, this new 
division specialized in providing on-k>cation sound for events such as 
company picnics, store openings, promotional events, parades, air 
shows, etc. 

Today, the name ‘Sound-On-Site’ has been shortened to 
S.O.S. but it remains a leader in Mobile (and Club) DJ Sound and 
Lighting. Ronnie Jones, National Sales Manager and part-owner 
explains howS.O.S. became so involved with DJs: ■‘Backin'74 Iwas 
chief engineer and a DJ for a local radio station. As a station 
promotion, we did a tie-in with the annual hydroplane races at Lake 



One of the lighting display rooms at S.O.S. Sound and Lighting , 


Eufaula in Alabama. This is really a huge event so we wanted to do it up 
right. Using gear from the 'Light Show' and ’Sound-On-Site* days, which 
included probably the wildest lighting and best sound systems in the 
Southeast, we put on an outdoor disco for 15,000 people. We had more 
speakers, amps, and lights than anyone around here had ever seen. 
Almost immediately, DJs started calling to find out where they could get 
the kind of 'stuff* we had used. That was what inspired us to open S.O.S. 
Sound and Lighting, which was one of the first 'strictly DJ’ supply stores. 

Jones, who personally has done over 2,000 Mobile DJ gigs 
between Atlanta, Georgia and Panama City, Florida, is one of the 
industry’s most positive supporters. *1 think that in the next ten years we’re 
going to see the Mobile DJ market quadruple. There are many people 
coming right out of high school and college and going into DJ-ing. We’re 
even getting calls from kids putting systems together with their parents 
backing. There’s no doubt in my mind that more and more we’re going to 
see running a Mobile DJ business become a recognized career.* 

As far as the theatrical end of the business goes, Jones says, 
‘Right now the hottest thing in the industry is Beam Projection. I 
particularly like Meteor’s Multi-Ray, which we had some involvement in the 
development of. What the Multi-Ray does is produce a laser like blast of 
colored rays which slice through the fog. It can be used with a chaser and 
it’s as easy to install as a pin spot.' 

The SOS Sound and lighting main store and warehouses in 

Columbus, Georgia, occupy over 
38,000 square feet. According to 
Tommy Macon of the SOSTechni* 
cal Department “We are not a 
boxes in ...boxes out mail order 
operation. We know our products 
and keep learning and research¬ 
ing all the time. It upsets me to see 
a 'cheap copy’ of a proven Ameri¬ 
can-made product come back to 
this country with less quality and 
cheaper components for the sake 
of a lower price. I’m not against 
imported products, many are ex¬ 
cellent and we sell a lot of them but 
you have to know who to deal with. 
Some are made for looks' and a 
fast buck for the seller and to hell 
with the end user. We offer our 
customers a long lasting product 
even if it costs a dollar more.’ 

SOS Sound and Ughting supports the DJ industry by hosting 
seminars to answer technical questions and to demonstrate products for 
groups like the Million Dollar Music Convention held May 22,23 and 24 in 
Atlanta, GA. These events offer Jones the opportunities he values most, 
when he can stand face to face with a room full of DJs, and give them the 
motivation they need. ‘There are two things I tell the Mobile DJs 1 meet: 
One, stick with it and don’t give up. and two, get organized. Try to work 
with each other instead of against. They’ve got to understand the full 
potential of thi s industry. This is a new career and if they do it right they've 
got no where to go but up!*. ^ 

S.O.S. Sound and Lighting's showroom is located at 
419 Fourth Avenue in Columbus, Georgia. 
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DJ SERVICE SPOTLIGHT 


TURNING 
SILVER 
SOUNDS 
INTO GOLD 


When 400 people, including 
local dignitaries, show up to wel¬ 
come a new business to town, 
chances are it's a business that's 
got big plans for the future. When 
Sifver Sounds Mobile DJ Service 
recently moved to Canton township 
in metro Detroit, Michigan, even the 
township supervisor and town 
trustees showed up for the party. 
With continuous music from eight 
Silver Sounds DJs, a dazzling light 
show, plus bubbles, fog and a high- 
tech laser show, what a party it was. 
How does a Mobile DJ service get 
to the point where it can attract this 
kind of attention? 

When Nick Kulka, Silver 
Sounds’ Vice President of opera¬ 
tions, first started DJ-ing, it was 
primarily for friends at dormitory 
parties at Eastern Michigan Univer¬ 
sity. At the time, Nick was working 
full-time spraypainting cars at the 
Ford plant in Saline, Michigan. In 
1985, he left Ford to find his fortune 
in real estate, while continuing to 
operate his Mobile Disc Jockey 
Service. Although he decided real 
estate was not to be his lifetime 
calling, he developed an intense 
interest into the workings of real 
estate franchises and started 
thinking of ways to apply these 
concepts to the MDJ industry. 

t 

The next challenge for 
Kulka and Ferkovich is 
franchising. The duo 
believes they have a 
program that offers their 
franchisees real value. 

The first franchises should 
be available by this time 
next year. 


Early in 1990, Nick met Lori 
Ferkovich. With a degree in adver¬ 
tising and marketing and a back¬ 
ground in real estate, Nick found in 
Lori (who’s title is now Vice Presi¬ 
dent of Marketing) a business 
partner with talents that comple¬ 
mented, rather than duplicated, his 
own. Through a unique and 
aggressive marketing program, 
Silver Sounds has become 
Michigan's fastest growing profes¬ 
sional DJ service with 21 staff DJs. 
According to Kulka “Some of our 
DJs own their own systems and 
programming. We provide them 
with training, support and bookings. 
Those who use our equipment are 
paid proportionally less, but we offer 
good perks and bonuses for all our 
DJs’\ What kinds of bonuses? 

Kulka believes in splitting 50/50 any 
overtime pay with his DJs. “It 
motivates the DJs to do the best 
they can" he says, "besides, my 
equipment is already there, my 
overhead is covered". 

What is the secret to Silver 
Sounds* success? Kulka 
credits a business 
philosophy based on a 
traditional foundation of 
fairness and honesty. He 
says the two most important 
keys to success are honesty , 
and remembering that the 
client is always the boss. 

One of the areas where 
Silver Sounds has had success in 
finding new DJs is at local high 
schools. Students involved in the 
school radio club are already in 
training to become DJs. Silver 


Sounds supplements the school 
training with their own intensive 
program. The students benefit by 
getting sounder, overall training and 
Silver Sounds gets new DJ recruits. 
A win-win deal for both sides. 

The next challenge for 
Kulka and Ferkovich is franchising, 
and the duo believes they have a 
program that will offer their franchi¬ 
sees a real value. If all goes 
according to schedule, Silver 
Sounds' first franchises should be 
available by this time next year. 

What is the secret to Silver 
Sounds' success? Kulka credits a 
business philosophy based on a 
traditional foundation of fairness 
and honesty. He says the two most 
important keys to success are 
honesty, and remembering that the 
client is always the boss. To 
emphasize this, Silver Sounds 
maintains a rehearsal studio where 
clients can come to meet, audition 
and select the DJ they feel most 
comfortable with. How well does 
this philosophy work? According to 
Kulka, Silver Sounds has been 
averaging four referrals from every 
job. In mid-May, their perfect record 
was broken when they lost their first 
job of the year to a competitor. Oh 
well, better luck in '92! » 
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In each issue of Mobile Beat, we assemble a panel of experts to answer questions submitted by Mobile Beat 
readers chosen at random. Panelists include members of our Board of Advisors and Contributors (made up of 
several accomplished DJ service operators, lawyers, accountants, marketing consultants, and other profes¬ 
sionals) as well as Mobile Beat subscribers. If you would like to participate either as a panelist, or it you have 
a question for Seminar, address it to Mobile Beat Seminar, c/o LA COMMUNICATIONS. P.O. Box 43, East 
Rochester, NY 14445, 


Introducing: 

The Panel: 

Dennis E. Hampson, Toronto, 
Ontario, Canada: DJ Entrepre¬ 
neur, Marketing Consultant, Co- 
Author of Spinnin'2000, The 
Ultimate Guide To Fun and 
Profit as a Mobile Disc Jockey 
and former director of the Cana¬ 
dian DJ Association. 

John Roberts, Waldorf, MD: 
Owner & Operator of John Rob¬ 
erts DJ Training Center and 
President of the Metropolitan DJ 
Association. 

Mike Love, Carmichael, CA: 
Owner of a successful DJ service 
for over 15 years. Presently 
operates MC Disco Products. 

Richard Gastmeier, Kitchener, 
Ontario, Canada: Operator of "The 
Disc Jockey Associates", President 
of CDJA (1988-89), Presently 
CDJA director of music licensing. 


The Question: 

How can I generate extra business during the week, 
instead of lust on weekends? 

... Ronn Davis, Des Moines, Iowa 


Hampson: One way to 

generate weekday business is to 
promote the rental of your P.A. 
systems to fashion shows and 
afternoon promotions at local 
shopping malls, plazas and major 
department stores. Many of these 
large malls and stores have 
afternoon brunches in their in¬ 
store restaurants and hold noon 
hour fashion shows. I offered the 
service of a small sound system 
rental with microphone, along 
with delivery, set-up, tear-down 
and return for such shows. I made 
it as convenient for them to use 
this service as I could and had my 
house technician (or any DJ 
looking for extra daytime work) do 
the set-up, wait, and tear-down of 
the system, returning it to my 
office later the same day. I priced 
this service reasonably to make it 
very worthwhile for the company 
to use, 


Love: Weekday bookings are 
very hard to come by in most 
areas of the country but there are 
ways to make money on week¬ 
days. The best way is to find 
some local nightclub or lounge. 
Look for the places that have live 
entertainment on the weekend 
and talk to the owner about 
booking your mobile DJ company 
to fill the off nights. You may not 
make as much as you would at 
regular weekend bookings but 
you will be making at least 
$100.00 per night. If you play 
several nights during the week 
you can probably get them to let 
you leave your equipment set-up 
during the week. This is what I 
call "gravy" money because it 
pays for your equipment and 
music and keeps you in practice. 
It's also a good exposure and 
another way to get those weekend 
bookings. 


Have a Question for 
Mobile Beat SEMINAR? 

Send it to: 

Mobile Beat Seminar 
LA Communications 
P.O. Box 43 

East Rochester, NY 14445 

Seminar panelists vary from issue to 
issue. Any Mobile Beat subscriber can 
be a panelist. If you would like to be on 
a future panel, just drop a note to the 
address above. Panelists receive 
questions approximately sixty days in 
advance of issue release date and have 
thirty days to respond. 


Roberts: I think the best 

place to find mid-week business is 
in taverns and bars. Once you 
prove to the owner that you can 
keep the customers entertained 
and save them money, you'll lock 
up a job for months, maybe years, 
f you have to, offer to play free 
ONE NIG] IT so they can see what 
they’re buying. Just use good 
judgement. Some people just 
aren't worth working for. Make 
sure they know you expect to be 
paid each night before you leave. 


Gastmeier: What about senior 

citizen's homes and junior and 
senior high schools? These 
organizations often have events 
during the week. You may even 
want to try promoting your own 
events like a Sunday singles 
dance. Theme nights at local 
clubs are a good possibility. Also, 
contact your local malls and 
department stores, let them 
know you are available for 
fashion shows and other events 
that require sound and music! 

si* 
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Valley Forge Convention and Exhibit Center, 
King Of Prussia, Pennsylvania 

30 Minutes From Philadelphia 

September 27 through September 29,1991 

Friday 4PM - 9PM 
Saturday IOAM - 9PM 
Sunday HAM-6PM 



A Power Packed Weekend Featuring: 

HOT ACTS from Major Labels. 

The Latest in Audio and Lighting Technology. 

Great Deals on Equipment, Records, Tapes and CDs. 
Equipment Demonstrations and Displays. 

DJ Success Seminars, Workshops and Discussion Groups. 
Business Tips - Legal, Accounting , and Insurance Advice. 
Guest Speakers and MUCH, MUCH MORE! 


WIN - DOORPRIZES AND GIVEAWAYS! 

Prizes include: 

$1,000 in Gift Certificates from a Major Record Store 
$50 Coupon books from Sam Goody Musicland 
Register to win a Numark CD6020 Dual Drive CD Player 


Be There I 

Explore New Ideas! - Share Your DJ Experiences! - Improve Your Bottom Line! 

Make New Business Contacts! - Meet People from Throughout The DJ and Music Industries! 
Have an Excellent Time! - Enjoy Top Notch Entertainment and Clubs Close By! 

Register Today - Don t Miss This Show! 


COMPLETE REGISTRATION PRICE 

INCLUDES ALL WORKSHOPS, SEMINARS AND EXHIBITS! 

SAVE $15 • PRE-REGISTER NOW FOR JUST $25! ($40 ON-SITE) 

SPECIAL LODGING RATES AND DISCOUNT AIRFARES ARE AVAILABLE! 

REGISTER TODAY or call The Forum Office at 1-600-899-6727 
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ULTIMATE ENTERTAINMENT 


407 Avenue C 
Horsham, PA 19044 

( 215 ) 675—6727 
1 - 800 - 899—€721 

{OUTSIDE 215) 


ULTIMATE ENTERTAINMENT PRESENTS " THE 1991 EAST COAST DJ FORUM " 

All Disc Jockeys and their associates, Night Club and Bar Owners, Music 
Dealers and Retailers are cordially invited to attend the Forum. It will 
be held at the Valley Forge Convention & Exhibit center, King of Prussia, 

PA on September 27, 28, & 29, 1991. 

See the latest technology of the following products and services: Speakers, 
Amps, Mies, Mixers, CD Players, Karaoke, Lighting Effects, Insurance, 
Advertising Novelties, Accessories and much much more!I! Join in our 
interesting variety of workshops and discussion groups. Major record labels 
and Hot dance acts will be represented. Numerous promotional give-aways are 
scheduled, including - $1,000 gift certificate to a major record store - 

2 CD 6020 Numark Dual Transport CD Players - Sam Goody-Music land discount 
books. Discount rates for hotels and air fares have been arranged. 

Show Times: Friday September 27, 1991 - 4 pm - 9PM 

Saturday September 28, 1991 - 10AM - 9PM 

Sunday September 29, 1991 - 11 AM - 6PM 

Please return registration form with your payment to: 

ULTIMATE ENTERTAINMENT 
407 AVENUE C 
HORSHAM, PA 19044 
215-675-6727 in PA 
800-899-6727 nationwide 

3 DAY FORUM BADGE( covers 1, 2 or 3 days) 

$25.00 pre-registration 
$40.00 on-site registration 

You may pre-register by mail until September 15, 1991. Any registrations 

received after this date will be held and registrants may pick up their 
badges at the show. You will receive air fare, car rental information, and 
driving instructions by return mail. 



REGISTRATION FORM 


NAME 


COMPANY 


ADDRESS 


CITY/STATE/ZIP 


PHONE _ CHECK 

Please indicate: Disc Jockey _ 

Night club/Bar _ 

Non exhibiting retailer 
or dealer 


MONEY ORDER _ VISA/MASTERCARD_ 

please circle card 

Card# _ 

Exp Date _ 
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IDJ NEWS - EVENTS I 
I SUCCESS STORIES! I 
I HORROR STORIES! I 
J ANYTIME YOU HAVE J 
J NEWS THAT YOU THINK J 
j WILL INTEREST OTHER j 
j DJS - SEND IT TO: ! 

j MOBILE BEAT | 

| LA COMMUNICATIONS | 
| BOX 43, | 

I EAST ROCHESTER, NY | 
114445! I 

I _____l 


EVERYBODY 
KNOWS 
SOMEBODY 
WHO DJs 
BUT... ONLY 
MOBILE BEAT 
KNOWS OVER 

15 , 000 ! 

AND 

WE'RE MEETING 
MORE EVERYDAY! 


REACH MOBILE DJs 
THROUGHOUT 
NORTH AMERICA! 

Advertise in Mobile Beat's 
DJ’s BUYING GUIDE 

August / September Issue 

Deadline -6/27/91 

Call 

Mike Buonaccorso Today: 

(716)586-0315 


Cued Up 


Featuring Coming Events of 
Interest To Mobile DJs! FREE 
LISTINGS FOR 
DJ Shows and Expos 
DJ Associations 
Record Pools 

Any special event for DJs! 

Write: 

"Cued Up", 

LA COMMUNICATIONS, P.O. 
Box 43, 

East Rochester, NY 14445 

Block listings available at classified rates. 


June 1-4 
Summer CES Show 
Chicago, IL 

June 23 - 25 
Dixie Dance Kings 
Regional Meeting 
& Convention 
Atlanta, GA 

July 13-18 

New Music Seminar 

NY, NY 

July 28 
RECORD SHOW 
Buffalo NY 
(716) 874-6538 


July 29-31 
Nightclub and Bar 
Philadelphia, PA 

September 27-29 
East Coast DJ Forum 
King Of Prussia, PA 
1-800-899-6727 

October 4-7 

AES 91st Convention 

NYC, NY 

(212) 661-8528 

November 22-24 
Lighting Dimensions 
Reno, NV 


1992 

January 17-19 
Winter namm 

Anaheim, CA 
(619) 438-8001 

January 25-26 
EXPO '92 

DJ Sound and Lighting 
Showcase and Convention 
Toronto, Ontario, Canada 
(416) 284-6591 

March 10-14 

Winter Music Conference 
Miami, FL 



Sheraton Parkway, 
Toronto North 


a \l\d^ 

January 25-26 9 1992 


Toronto, Ontario, Canada 

For Information Call: (416) 284-6591 
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Cerwin Vega - BGW - Stanton - AAL/MTX - Samson 
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Dealer for over 90 
Sound and Light 
Companies 


O 

o 
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CALL or WRITE for 
complete information packet 
and brands list 


M.C. Disco Products 
6434 Rollingway 
Carmichael, CA 95608 


> 


Q 


Call 916-961-LOVE 

PLEASE CALL AFTER 10AM 
WEST COAST TIME ONLY 


Numark - Electro Voice - Bi amp Systems - 


a. 

o 

Q 
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Updating Your Equipment? 

Turn your used gear into cash! 
Advertise in Mobile Beat's Classified 


SHOWCASE 



Roll-up Dance Floor 

Lighted / Unlighted 
Portable / Permanent 

Low voltage lights arc inside floor! 
Lights chase in time to music. 
Lights arc easily replaced. 


m 


li'MuSii 




Quickly and easily 
rolls up for easy 
transportation or 
storage. Sizes 
up to 20’ x 40' 

Sets 

up in only 
five minutes. Just 
plug into 120 V outlet. 

Crown Industries 

155 N. Park St 
East Orange NJ 07017 

(201) 672-2277 
Fax (201) 672-7536 



The purpose of the survey is to help us identify the concerns of the Mobile DJ industry 
at-large and to determine what topics we should cover in future issues of Mobile Beat. 
Please take a moment to voice your opinions on the following. Return to SURVEY, Mobile 
Beat, Box 43, East Rochester, NY 14445 before fune 28,1991. Thank You. 

What did you like most about this issue of Mobile Beat ? 

What did you like least? 

* 

What areas would you like to see us expand on? 

Which of the following would you consider to be your top purchasing priority during the 
next 3 months? (please circle only one) 

1. Dual Drive CD Player 2. Consumer Line CD Player 3. Cassette Deck 

4. Amplifier 5. Turntables 6. Mixer (over $500) 

7. Mixer (under $500) 8. Mixer (under $250) 9. Speakers 
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A NUMARK CD6020 
DUAL TRANSPORT 
CD PLAYER! 

From Mobile Beat! 


ADD THIS NUMARK CD 6020 CD 
PLAYER TO YOUR SYSTEM AND UP- 
GRADE TO PROFESSIONAL CD 
QUALITY! THE SAME UNIT THAT 
WAS APPLAUDED IN THE MO¬ 
BILE BEAT CD CHALLENGE! 
Simply fill out and return the form 
below! While you're at it, why not sub¬ 
scribe to Mobile Beat? It’s the only magazine 
sively for Mobile D.J.S and at just $19.95 a year it's a real 
bargain. Plus, you'll be saving over $10 off the cover price. If you like 
Mobile Beat, send us the names of DJs in your area who would like to receive a sample 
copy of a future issue. Each name you send us entitles you to another chance at 
winning the CD6020! 



exclu- 


WIN A NUMARK CD6020 DUAL TRANSPORT CD PLAYER FROM MOBILE BEAT! 
JUST FILL OUT THIS COUPON AND RETURN TO: 

MOBILE BEAT - THE MAGAZINE FOR MOBILE DJs 

c/o LA COMMUNICATIONS, P.O. BOX 43, 

EAST ROCHESTER, NY, 14445 

START MY SUBSCRIPTION TO MOBILE BEAT IMMEDIATELY! 

Payment enclosed / Bill credit card / $19.95 (1 year)_/ $34.95 (2 Years) / 





*PAYMENT MUST ACCOMPANY ORDER! 


*** 


NAME 


DJ COMPANY 


ADDRESS 


CITY 


STATE 


ZIP 


PHONE 


Visa / MC # 


EXP. 


SIGNATURE 


Please send a complimentary 
copy of a future Mobile Beat 
Magazine Issue To: 


Name 


D J Co. 


Address 


City/ State 
Zip_ 


Phone 


Odds determined by number of entrants. Winners will be selected by random drawing. All entries must be received by Septem 
ber 30th 1991. Enter as often as you like but one entry per envelope, please. Employees of LA Communications not eligible, 
no purchase necessary. Void where prohibited. 
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Still using 1 duct" tape to 
hold down your power 
cord and cables? Now 
there’s "Stage Tape 1 from 
Anchor. Stage tape is 
made from a superstrong 
cloth and sticks to 
virtually any surface. 
Your cords and cables 
stay put! Stage tape is 
available in black and 
yellow, in widths of 4-, 

6-, and 8- inches. When 
the night is over, Stage 
Tape is easy to remove 
and it doesn't leave 
behind a sticky residue 
on the floor or on your 
cords. Stage Tape - The 
Right Tape For The Job! 
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m m Anchor Continental Inc. 

S M P.O. Drawer G. Columbia, SC 29250 
* " 803/799-8800 FAX: 803/254-3367 
Toll Free: 800/845-2331 









Mobile Beat’s 199' Mid-St mmer 

DJ BUYING GUIDE! - 


FEATURING THE LATEST IN SOUND 
AND LIGHTING! 


COPY AND ADVERTISING DEADLINE - June 28,1991 
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. OR. SHOCK JOCK SEZ ... 


Allow me to introduce myself, I'm Dr. 
Shock Jock. Now I know you're probably 
thinking "Oh No! Not ANOTHER column by 
some burned out old Mobile Jock from the 
60’s’! Well you're wrong, hell, I was burned 
out before half the burned out Jocks from 
the 60's were even born! Anyway, I'm real 
happy to see that there is finally a maga* 
zine for Mobile DJs. If you have any sense 
about you, you'll subscribe today! ...right 
now! Where was Mobile Beat when I was 
starting out? If f'd had a magazine like this 
back then I could have avoided my 
Incident". I'll never forget it. It was Friday 
night, 1969. I was scheduled to play for the 
Alamedahaha Junior/Senior High School, 
Mid-Winter semi-forma! Hop Carnival,. It 
was a special night for the kids so I brought 
in two Sparta turntables and two amplifiers, 
a Vox "Super Beatle", and a Fender 
"Bandmaster*. I even had a neato light 
show with two strings of those big, outdoor, 
Christmas lights and three colored flood 
lights. To make it even more spectacular, I 
had a washtub of hot water under my table 
so I could drop in chunks of dry ice to "fog" 
the dance floor. 

Anyway, just as the lights 
dimmed, and I reached for the start switch 
on turntable one, I slipped and dropped one 
knee into the washtub. As you can 
imagine, sparks flew everywhere. There I 
was, with 120 volts coursing through my 
body, shaking and bouncing around like a 
TV evangelist. My hair was on fire and my 
polyester shirt had welded itself right to my 
chest. Needless to say, I was in great 
discomfort. The ’upside" was that the kids 
loved it so much they had me come back 
and do the same thing every year for the 
next five years. Now you know why I’m 
known as Dr. Shock Jock! 

If there's one thing I’ve learned in 
my 20 plus years in this business it's that 
you've got to have a sense of humor to 
survive. Hey, after ail, let’s remember that 
being a good DJ is really just a matter of 
getting up in front of a bunch of people we 
don't know and making fools of ourselves 
for a few hours and then walking away with 
two, three, maybe even four hundred 
dollars. We ought to be laughin' all the way 
to the bank! Anyway, if you can't see the 
humor in this business, then maybe it's time 
you retired. Here's a little test that will let 
you know if it's time for you to pack it in: 

1. Do you have over 20 years in the 

DJ business? 

2. Are you 40 years old or older? 


3. Have you decided not to convert 
to CD? 

4. Does Lady Miss Kier Kirby 
remind you of your first date? 

5. Did you answer yes to all of the 
above? 

If your 40 years old or older, face 
it, you're out of touch with today's music. 
You probably haven’t converted to CD 
because your hearing's shot and you 
couldn't tell the difference anyway! But the 
good news is, just because you're old 
doesn't mean you have to get out of the 


business. Why not take all those old 45s 
and 78s and go entertain the seniors at 
nursing homes, senior centers and geriatric 
hospitals? Well, I think you get my point. 
Anyway, I enjoy a good chuckle just like the 
next guy (or gal) so if you still have the 
strength and want to send me a laugh or 
two, why don't ya? The address is 
plastered all over the place, and remember, 
if you don't want to end up like me, you 
better subscribe to Mobile Beat, I’ve told 
these guys not to send out any more free 
copies. If you want to make some money 
you gotta spend some so don't come crying 
to me when you don't get issue #3 in 
August. What have I gotta do anyway, 
attach electrodes to your head and hook 
you up to about 20,000 hot ones? 
Ooooooo, I'd like that. Bye. 
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THE ULTIMATE GUIDE 
TOFU* ft PROFIT 
/ AiA \ 
MOBILE DISC JOCKEY 
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INCREASE YOUR 
BOOKINGS AND PROFITS! 

Spumin' 2000 is the Complete & Proven 
Business Manual for Mobile DJs! 
Equipment - Performing - Marketing - 
TYaining - Managing & Much More! 
PLUS: a Complete Guide lb DJ Sound, 
Lighting and Theatrics! 

Recommetided by DJaThroughout North Americal 
100% Money Back Guarantee 


Available now at these fine DJ supply and record stores; 

SO S Sound and Lighting, Columbus, GA 
Sight and Sound Service Center, Springfield, MA 
Connecticut DJ and Nightclub Supply, Now Haven, CT 
The Disc Jockey Store - Fort Lauderdale, FL 

Powerhouse Pro DJ, Buffalo, NY - Eastcoast Music Mall, Danbury, CT 
MC Disco, Carmichael, CA - Sounds, Wheeling, IL 
Lakeshoie Record Exchange, Rochester, NY 

West Coast Distributor The Party Masters - Antioch, CA -1-800-827-2374 

Or; Return completed form below with check or money order for $2L95 
New York State residents MUST add $1,40 State Sales Tax! 

Visa / MasterCard ciders: include complete card number and expiration date, 

Canadian Orders: Send Cheque or Money Order for $27.95 (No Credit Cards) to 
Bachmann-Rache Mgmt (address below) AJsn available in Canada through Spinning Sound! 

Fill out form below and return with check, M.O. or Credit Card number to: 

LA Communications, P.O. Box 43, East Rochester, NY, 14445 
In Canada: Bachmann-Rache Mgmt,, 3148 Kingston Road, 

Suite 202, Scarborough, Ontario, Canada, M1M 1P4. 

Name 


Address, 
City_ 


Slate 


Zip 


I Phone _ 

■ 

j Enclosed is $. 


m 

to 

m 

l 

m 

to 

i 


($24.95 US /$27.95 in Canada) Prices include shipping 


(New York Residents must Include $1.40 Sales Tax ) 

For Credit Card orders (US only) circle : Visa or Master Card 

Number_Exp. Date 

Signature_ 
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5051 E. Slauson Avenue 


Los Angeles, CA 9i 
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*}kc. For ™ ur Nearest Participating 

Product Catalog Call TOLL-FREE 

800-322-6337 






































































































Probeam 150 
WE Ideal Mobile Hem 
An Affordable Effects 
Projector featuring a built-in 
3 speed wheel rotator. Creates laser 
effects, beams, graphics etc. Wide 
range of wheels available $299. 





Powerful, room-filling clear or colored beams (250Watt) (a) 
Head only $169, (b) Scanner $249, Also available but 
not shown - Swinger $299, ABR™ Scanner $269, 
SonaScanner $329. 



Cobra- 

Dynamic animated, 24 beam major effect. Powerful beams 
through precision glass lenses $997. 






Mr Jr 


The high-performance, low price, robust fogger - 
only $239. 




See your Meteor dealer today 

or call 205-461-8000 for local stockist. 











